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High quality construction at a low price—Thar s =e, ' 
prospective home owners are demanding. And 
when it comes to flexible insulation, INSULITE 
Insulating Wool is made to order to meet just 

such demands. Here, then, is a permanent, highly 
efficient insulation—competitively priced! 


LOOK AT ALL THESE ADVANTAGES 
Made of fine fibers of glass, forming millions o 
tiny air pockets, it is a highly efficient barrier to 
the flow of heat. 


INSULITE Insulating Wool, being light in 
weight and highly resilient, stays put—doesn’t dis- 
integrate or pack down. You'll like it because 
the compression packages can be easily stored, 
easily handled. 
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INSULITE Insulating Wool can not rot or burn. 
It is highly resistant to moisture and vermin. 
You can rely on efficient insulation for the full life + 
of your buildings. 
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Immediately available in a wide choice of 
standard and special forms designed to serve par- 
ticular purposes and to simplify application. Paper 
enclosed Batt and Roll Blankets have a proper 
vapor barrier to control moisture condensation... 
nailing flange for easy recessed application. 
Utility Batts for packing between 16” or 24” 
studding—no paper enclosure or vapor barrier. 
Pouring Wool for hand pouring over finished 
ceilings. .. packing in narrow and irregular spaces. 
Nodulated for easy, even spreading. 


These advantages are sales advantages that will 
help you build steady repeat business. 


*Insulite”’ is a registered 
trade mark, U.S. Pat. Off. 


BATT UTILITY 
BLANKETS 


INSULITE DIVISION, MINNESOTA AND ONTARIO PAPER COMPANY 
Dept. AL-69 Minneapolis 2, Minnesota 


Please send me descriptive folder of your new INSULITE Insulating Wool. 


Name_ 
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Tell your Builders that they can 
make every home look different with 


CREO-DIPT mophiyh cepar Processed Shakes 


Because they are available in a wide range of colors, 
CREO-DIPT Red Cedar Processed Shakes enable 
builders to vary sides and trim to give every house 
in a row individuality. That means more buyer in- 
terest— more home sales. No other siding material 





DOUBLE WALL METHOD PROVIDES GREATER 
INSULATION AND AN EFFECTIVE WINDBREAK 


We recommend applying 
CREO-DIPT Zephyr Pro- 
cessed Shakes over an un- 
derwall of Zephyr asphalt- 
treated, weather-resisting 
insulating board. On new 
homes over wood sheath- 
ing, the Double Wall 
Method provides an excel- 
lent windbreak—will save 
so much in fuel and re- 
painting costs that it is 
much more economical 
than clapboard per year 
of use. 


100 SQUARE FEET UNITS 


Each unit includes outer wall 
red cedar Zephyr Shakes, a 
ackage of Zephyr backing 
Laced for Double Wall Con- 
struction or undercoursing 
shingles for Double Coursing 
Construction, plus sufficient 
special, small head, rust-resist- 
ing nails for recommended 
exposure, 


ge 


can equal the rustic hand-split look or the beauty 
imparted by the long exposure, rich texture and 
heavy butt lines of CREO-DIPT Processed Shakes. 


Another strong selling point is the durability of : 


these shakes. They won’t crack, chip or fade as do 
so many substitutes and imitations. Sell every 


builder on using CREO-DIPT Red Cedar Processed 


Shakes on sidewalls and CREO-DIPT Stained 
Shingles on roofs. Stress the fact that their quality 


will enhance his reputation as a builder—help him | 


sell more homes. 


ANY CARPENTER CAN APPLY THEM 
No cutting, fitting or painting on the job. The butts and 


edges of CREO-DIPT Zephyr Red Cedar Processed Shakes | 


are trimmed so that edges are parallel and at right angles 


to the butt. The job is further speeded and simplified by 9 


the DOUBLE WALL METHOD. A template inserted in 
every third carton of Shakes makes it easy to get tight, 
clean corners. 


Let your CREO-DIPT distributor show 
you the attractive colors and explain | 
how easy it is to sell your builders on 
using CREO-DIPT Red Cedar PROCESSED 
SHAKES for sidewalls — CREO-DIPT 
STAINED SHINGLES for roofs. 


CREO-DIPT COMPANY, INC. « NORTH TONAWANDA, NEW YORK) 
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MONTHLY SALES 


Building materials retailers 
show largest decline from '48 


SALES of 15,000 large inde- 
pendent retailers were slightly 
(10) higher in April 1949 than 
in April 1948, according to data 
released recently by Director J. C. 
Capt, Bureau of the Census, De- 
partment of Commerce. A 5 per- 
cent gain was registered from 
March to April this year. The data 
set forth here are preliminary and 
are based upon dollar sales reported 
to the Bureau of the Census by 
approximately 15,000 large inde- 
| pendent retailers engaged in a 
P number of kinds of business lo- 
» cated in selected areas throughout 














the country. April changes from 
a year ago registered by some 
kinds of business reflect in part 
the fact that last year Easter was 
on March 28 while this year it 
was on April 17. These percentage 
changes in sales are not adjusted 
for seasonal variation, number of 
working days, or price changes. 


GAIN FOR AUTCS 


Motor-vehicle dealers recorded a 
substantial sales gain of 16 per- 
cent in April 1949 over April 1948. 
Apparel stores followed, with an 
increase of 12 percent, and dry 
goods and general merchandise 
stores reported a sales rise of 10 
percent. A 5 percent increase was 
the average for department stores, 
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look on. 
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MASON TRAINING PROGRAM WINS AWARD FOR INSTITUTE 





LEI ‘to right: H. B. McCoy, of the Office of Domestic Commerce, presents award to 
Ralph E. Yoder, Jr., of Structural Clay Products Institute. Stanley McCallister, T. E. 
Veltfort and Louis Tirell, field director of the Mason Training Promotion Dept.. 








MISSOURI DEALERS MEET WIT 
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1950 CONVENTION 
DATES 


At the end of these news columns 
you will find the first listing of 1950 
retail conventions. Dates and loca- 
tions are included whenever infor- 
mation is available. Convention 
dates for other associations will be 
published as they are determined. 
The entire listing will not be repub- 
lished until early fall. Please save 
this list for reference. 





and small gains of 3 percent and 
2 percent were noted by drug 
stores and general stores, respec- 
tively. Food stores reported a 
slight (1%) gain in April 1949 
over April 1948. 


DECLINE IN LUMBER 

Decreases in April sales in a 
year-to-year comparison ranged 
from a slight (1%) decline to a 
drop of 24 percent. The smallest 
decrease was registered by filling 
stations (1%); followed by 4 per- 
cent, eating and drinking places; 
9 percent, jewelry stores; 11 per- 
cent, furniture stores and hard- 
ware stores; AND 24 PERCENT, 
LUMBER AND BUILDING MA- 
TERIALS DEALERS. 

In a seasonal comparison (March 
to April 1949) and based on un- 
adjusted sales figures gains oc- 
curred for 11 kinds of business— 
ranging from 20 percent for ap- 
parel stores to 2 percent for food 
stores. Eating and drinking places 
showed no change from March 
1949, and drug stores reported a 
slight (1%) decrease. 


FHA CUTBACK 


Builder warns less funds for 

agency will slow construction 
WRITING in the Washington 
Letter of the National Association 
of Home Builders, Frank W. Cort- 
right, the group’s Executive Vice 
President, warns that the reduc- 
tion of $800,000 ordered by the 
Congress in the operating funds of 
the mortgage financing agency is 
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having drastic effect in slowing 
down the start of new homes. 


The FHA insures home mort- 
gages issued by lending institu- 
tions. Unlike most government 
agencies, its operations have re- 
turned several hundred million dol- 
lars profit to the government. De- 
spite this, the Congress has cut 
the budget of the agency by $800,- 
000 which means a severe slash in 
personnel who handle the applica- 


tions of those wishing to purchase 
homes. 

This cut, Mr. Cortright points 
out, was ordered when a peak load 
of applications has swamped the 
agency. Already, a backlog of ap- 
plications for 63,000 units has 
piled up. Half of these are for 
rental housing units. 

“The FHA is merely requesting 
the right to expend its own funds,” 
Mr. Cortright said. “These funds 
are obtained from FHA normal in- 
surance operation. Rather than 
costing the government money, 
FHA is a highly profitable corpo- 
ration.” 
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* Has a Long Reach! 


The experienced fire prevention engineering 
services of the LUMBERMEN’S UNDERWRIT- 
ING ALLIANCE will help you keep your 
property beyond the reach of fire. 


ONE ounce of prevention is worth tons of 
fire equipment. 

ONE inch of electrical wire insulation is 
worth miles of fire hose. 


NY Forty-four years of research and experience 
are behind the fire prevention program of 


~ 


the LUMBERMEN’S UNDERWRITING ALLI- 
ANCE. And we serve lumbermen exclusively. 


e will be glad to help you. Write us! 


SS Ne 


Fire, Windstorm 
and 
Allied Insurance 


LUMBERMEN’S UNDERWRITING ALLIANCE 


U. S. Epperson Underwriting Co., Manager 
J. J. LYNN, President 
1000 R. A. Long Blidg., Kansas City 6, Mo. 


Terminal Sales Bldg. 
Portland 5, Ore. 


Nat. Bank of Commerce Bldg. 
Norfolk, Va. 


Strand Bldg. 


Toronto, Ont., Canada 





The basic factor affecting FHA 
administrative expenses is the vol- 
ume of insurance applications, 
These have been on the increase 
since the enactment of the Housing 
Act of 1948 by the 80th Congress, 


MODULAR RESEARCH 


Illinois program will determine 
actual savings that are possible 


THE extent to which modular 
coordination can reduce the cost 
of building homes will be meas- 
ured in a special research project 
being conducted by the Small 
Homes Council of the University 
of Illinois, Charles M. Mortensen, 
executive secretary of the Pro- 
ducers’ Council, announced re- 
cently. 

“The test, in which the cost of 
constructing a masonry home with 
non-modular materials will be com- 
pared with the cost of an identical 
dwelling constructed of modular- 
sized products, will provide the 
first actual measurement of the 
savings which can be obtained 
through coordinating the dimen- 
sions of materials,’”’ Mr. Mortensen 
said. 

“Heretofore, the savings have 
been self-evident but theoretical, 
and the amount of the reduction 
has been undetermined. As a re- 
sult, many manufacturers, design- 
ers, and builders have waited for 
proof that substantial cost reduc- 
tions actually can be realized. 

“The plans for the homes 
selected for the new test are those 


developed in the Industry Engi- |7 
spon- | 


neered Housing Program 
sored jointly by the Producers’ |7 
Council and the National Retail | 
Lumber Dealers Association. 

“An earlier research project con- 
ducted while those houses were 
being built demonstrated that labor 
savings up to 10 percent could be 
realized by using the principles of 
the engineered housing program, 
but the further savings from the 
use of modular materials were not 
measured. This new test will sup- 
ply that information. 


“The dimensions of materials § 
manufactured on the modular basis | 
vary by intervals of 4 inches, and | 
the dimensions of individual prod- 
ucts are coordinated with those of 
other materials in such a way that | 
they can be put together with 4 ff 
minimum of costly cutting, fitting, 
and patching and with a minimum | 
waste of material. 

“The amount of the savings in | 
both time and materials wil) be | 
measured in the test.” 
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' IN ANY TOWN 

4 

) CURTIS OVERMATIC GARAGE DOOR 


Here’s a fast-moving product that rolls 
up your volume and profits—the Curtis 
Overmatic garage door! Moderately 
priced, it sells itself to garage owners 
who want to say goodbye to banging, 
sticking, hard-to-operate doors. For 
the Overmatic operates at the turn of 
the handle—goes up and over by itself. 
Even an 8-year-old child can operate 
an Overmatic. 

Sturdily built for long life, the Over- 
matic has the new Curtis Prespine 
panels. Prespine is the sensational 
new Curtis wood product used oly in 
Curtis Woodwork. Prespine has the 
strength to take heavy impact blows 
++. Won’t mar or scratch readily ... 





Here’s one of the many selling aids 
bich Curtis provides for its dealers 


IS866 


—the big Curtis Woodwork Style 
Book—leased only to established 
vrtis dealers and showing Silentite 
windows and Curtis Woodwork in 


g actual room settings. Beautifully 
fa ‘lustrated in color, this big dealer 
a book helps the customer to sell 
self. Let us tell you more about it. 





WOODWORK 
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won’t splinter or chip... won’t warp, 
shrink or swell. It takes paint beauti- 
fully and holds it lastingly. 


Curtis Woodwork and Silentite win- 
dows—now available for quick ship- 
ment—offer you profit possibilities 
unlimited. We'll welcome the oppor- 
tunity to give you additional infor- 
mation. 


CURTIS COMPANIES 


SERVICE BUREAU 
CLINTON, IOWA 


A Department of Curtis Companies Incorporated 


Clinton, lowa ¢ Wausau, Wis. e Chicago, Ill. 
Sioux City, lowa e Lincoln, Nebr. 
Topeka, Kan. ¢ Minneapolis, Minn. 
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7. Always uniform quality 
2. Permanent color retention 
Tough durable finishes 
Non-brittle; non-chipping 
Permanent high gloss 

Full range patterns, colors 
Priced right for profits 
Sales helps and displays 


Nationally advertised 


W ide consumer acceptance 


Pres rit 
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HO Za this handy memo to your 


letterhead and mail today! 


Prestile Mfg. Co.. 5850 Ogden Ave 


, Chicago 5 


Please send me free samples and Dealer's 
Merchandising Kit —‘‘How to Make More 


Profits from Tileboard.” 


Your Name 


= 





ARMSTRONG DEALERS ARE TOLD 


Trend away from minimum home to more substantial shelter 
seen at two-day session at Lancaster, Pa. 


SATISFYING THE HOUSING 
DEMAND of the “big middle class” 
will prove the backbone of the build- 
ing industry in the future, Cam- 
eron Hawley, director of advertising 
and sales promotion for Armstrong 
Cork Co., predicted at the second 
annual convention of the company’s 
building materials wholesalers and 
guests at Lancaster, Pa., May 12-13. 

He predicted a swing away from 


THESE distribu- 
torsand Armstrong 
representatives were 
caught in a_ be- 
tween-sessions chat- 
fest. Left to right, 
Charles Huntley, 
Midwest Building 
Distributors, St. 
Louis, Mich.; E. D. 
Ainslie, Jr.. Arm- 
strong Cork Co., 
Detroit, Mich.; 
Fred Birkhill, Wol- 
verine Shingle & 
Lumber Co., De- 
troit, and H. M. 
Hadley, Porter- 
Hadley Co., Grand 


Rapids, Mich. 


the small minimum home, a neces- 
sity in the housing shortage, to 
more substantial shelter. Other fac- 
tors that will help building mate- 
rials dealers, he said, is the “enor- 
mous backed-up demand for farm 
buildings” and the new stores, shops 
and commercial buildings caused by 
the exodus of retailers into subur- 
ban shopping centers from crowded 
downtown areas. 

C. J. Backstrand, Armstrong’s 
first vice president, declared that 
“what we are experiencing now is 


DISTRIBUTION of its perforated fiber- 
board-acoustical tile through wholesale 
channels (left) was announced at the 
convention. Formerly this product was 
distributed only through acoustical con- 
tractors. E. S. Graybill, manager, acous- 
tical department, is seen on the platform 
with a huge sample section of the tile at 


his left. 


SEMINARS for wholesale salesmen (be- 
low), similar to the one dramatized in 
this picture, will be inaugurated this year. 
Four one-week seminars will be held this 
year. 


f 
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a revival of competition.” He added: 

“Merchandise is beginning to sell 
on its merits. Products without 
merit aren’t selling so well. Prices 
are beginning to be determined by 
competition—direct competition as 
well as indirect competition. Cost 
and utility are again factors. If 
one material has a cost or utility 
advantage, then the other materials 


makes it will slow down. That’s 
what’s happening right now. 

“Let’s get away from any idea 
that the curve of general business 
is a noose around our necks that 
will inevitably drag us downward. 
That’s a poisonous doctrine and it’s 
every business executive’s respon- 
sibility to see that such poison 
doesn’t spread through the veins of 
his organization.” 

A. E. Pearce, assistant general 
manager of the building materials 
division, speaking on “Wholesale 
Sales Management,” declared that 


must match it—or the factory that 


real sales management, abandoned 





INSECT WIRE 


SCREENING 


SLO-PLATED long-lasting Cor- 


ANTIQUE BRONZE 
STAINLESS STEEL 
ELECTROPLATED STEEL 
BRIGHT BRONZE 
ALUMINUM 
MONEL 


wire screening 
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ronized is the greatest postwar 
development in screening for every 
residential, commercial, industrial, 
and farm use. It’s steel wire cloth 
Slo-Plated with nickel and zinc, 
heat-treated to produce an alloy. 
Laboratory tests prove it superior 
in corrosion resistance. 

You and your customers can de- 
pend on Corronized because it’s 
made to last. Won’t stain woodwork 
or melt . . . possesses superior ri- 
gidity and impact resistance... 
conforms with insect screening 
standards of U. S. Department of 
Commerce. Mesh: 18x14. Wire 
Gauge: .OO1. All standard widths. 


HANOVER WIRE 
CLOTH DIVISION 


Continental Copper & Steel Industries, Inc. 


HANOVER 4, PENNSYLVANIA 


when goods were hard to get, is 
important once again. 


SEMINARS FOR SALESMEN 

A series of sales training sem- 
inars for wholesale salesmen were 
explained by David S. Miller, man- 
ager of promotion and training. 
Groups of 12 wholesale salesmen 
will be brought to the company’s 
home office for one-week training 
periods during each seminar. Four 
seminars will be held this year. 

President H. W. Prentis, Jr. ad- 
dressed the annual banquet of the 
building materials division. He 
asked each one in the audience of 
300 to use his influence as an in- 
dividual to combat the trend toward 
socialism. 

“Community and national organi- 
zations will help,’ he said, “but 


without a great revival of civic 7 


virtue in the mind and heart of 
every citizen, we cannot expect to 
survive as a free people.” 

Four new members were elected 
to the Wholesaler’s Policy Commit- 


tee, a committee of wholesaler rep- © 


resentatives elected to help the 
Armstrong Cork Company building 
materials division management in 


the formulation of policy, selling 3 


and merchandising procedures. 
These members are R. L. Bardwell, 
Bardwell- Robinson Co., 
N. D.; R. K. Becker, Ohio Valley 
Lumber Co., Evansville, Ind.; W. B. 


Johnson, Delmarva Sash & Door . 
Co., Lancaster; P. L. Ullom, Sweet- 7 
water Sash & Door Co., Sweetwater, | 


Tex. 
HOUSING UP 


Residential starts for April ” 
up sharply number in March | 


HOMEBUILDING activity 
moved sharply upward in April, 


with 86,000 new permanent non- y 
farm dwelling units started, the = 


Bureau of Labor Statistics, U. S. 


Department of Labor, reported to- 


day. This represents a gain of 


24,000 units, or 39 percent over ” 


the preliminary March estimate, 


but is 13,500, or 14 percent under 3 
the number started in April 1948, 7 
when homebuilding was approach- 7 
ing the highest monthly rate on ; 


record. 
DOWN FROM 1948 
The Bureau’s estimate of 244, 


000 new dwelling units put under | 


construction during the first four | 
months of 1949 is 35,500 (13 per- 
cent) under the corresponding | 
period of 1948. 

Included in the 1949 January: | 
April total are 13,600 publicly | 
financed dwelling units, the ma- 
jority of which were begun under 
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ret, is 7 auspices of State and local 








Fis ising authorities. For the same 

e nths in 1948, publicly financed 
> sem housing totaled 3,700 units. 
: eels le felegraphic reports from prin- 
,man- ff) cipal cities of the United States 
uining. | show seasonal increases in most 
lesmen | sections of the country in the num- 
pany’s — ber of new dwelling units author- 
raining | ized for construction by local per- 

Four | mits issued. Among the cities 

ear. y showing substantial increases were 
Jr. ad- | Montgomery, Ala.; Denver, Colo.; 
of the & Washington, D. C.; Baltimore, 
n. He Md.; Greensboro, N. C.; East 
ence of |e Orange, N. J.; New York, N. Y.; 
an in- and Seattle, Wash. 
ain 1950 CONVENTIONS 
organi- These associations have picked 
d, “but locations, dates for next year 
of civic 1 August 18-19-20—Alabama Building Material 


eart of | Exchange*, Panama City, Florida. 
xpect to Re 1950 

> January 16-17—Kentucky Retail Lumber Deal- 
» elected cj ers Assn., Brown Hotel, Louisville, Ky. 








Commit- © January 18-19—Western Retail Lumbermen’s 
% 3 Assn., Royal Alexandra Hotel, Winnipeg, 
aler rep- yi Canada. 
.elp the ; 
cS | January 23-24-25—Northeastern Retail Lum- 
building .  bermen’s Assn., Hotel Statler, New York. 
ment IN | January 25-26-27—Southwestern Lumbermen’s 
, selling 7 Assn., Municipal Auditorium, Kansas City, Mo. 
ocedures. “ February 1-2-3—Middle Atlantic Lumbermen’s 
3ardwell, 4 Assn., Chalfonte-Haddon Hall, Atlantic City, 
Fargo, | New Jersey. 
‘io Valley 4 February 7-8-9—Michigan Retail Lumber Deal- 
d..W B 3 ers Assn., Pantlind Hotel, Grand Rapids, Mich. 
& D. os A February 9-10-11—Mountain States Lumber 
g we e Dealers Assn., Shirley-Savoy Hotel, Denver, 
n, Sweel- |] Colorado. ' . 4 : 
: : 4 bs RETAILS AT 
eetwater, { February 14-15-16—Wisconsin Retail Lumber- . 4 - 
» men’s Assn., Milwaukee Auditorium, Mil- , 4 ‘ 4 95 ¥ 
' waukee, Wisconsin. ’ : | 
» February 17-18—Virginia Building Material} © . | be COMPLere 
,» | Assn., Roanoke Hotel, Roanoke, Virginia. : a ' 
¥ : TRAS 
for ee a February 21-22-23—Illinois Lumber & Material : ae ies 
r in Mare © Dealers Assn., Hotel Sherman, Chicago, Ill. 
G activity » february 26—West Virginia Lumber & Build- Built to last—designed to give 
in April, @ nt Supply Dealers’ Assn., Charleston, W. Va. professional performance equal to that of 
> Februory 28; March 1-2—Indi Lumber & : : 
on- |9 ee Gee spray guns costing twice as much. 
nent "7a \@ Builders’ Supply Assn., Claypool Hotel, Indi- pray g g 
arted, : mm = cnapolis, Indiana. Applies 1 quart in 3 minutes. 
cs, U.S. BR March 9-10-11—Intermountain Lumber Deal- , . : . 
ported to- 7% ers Assn., Hotel Utah, Salt Lake City, Utah. Easy to operate. Pistol grip—trigger action. 
1 gain of 4 March 15-16—Louvisiana Building Material 
ccent over Dealers Assn., Jung Hotel, New Orleans, La. Operates on any AC/DC 110-volt outlet. 
: ; M aie ? ; 
estimate, 4 a 22-23-24—New Jersey Lumbermen’s Shatter-proof heavy gauge aluminum 1-quart 
nk under 4 ssn ' Hotel Traymore, Atlantic City, N. J. ° 
— 948 Carclina Lumber & Building Supply Assn., container. 
ef Nit Beach, South Carolina. 10 feet of heavy duty industrial type cord 
approach- a Tennessee Lumber Millwork & Supply Dealers y Y YP 


ly rate on Assn, Memphis or Chattanooga, Tennessee. 

a April 12-13—Mississippi Retail Lumber Deal- 
8 ers Assn., Buena Vista Hotel, Biloxi, Miss. 
e of 244, 9 Apri 12-13-14—Florida Lumber & Millwork 


i 2/ Hard-Hitting, Attractive Dealer Helps...Counter 
$ , 
—— 








A Displays ...4-Color Leaflets...Newspaper Mats 
put under | ssn..* Palm Beach Biltmore, Palm Beach, Fla. 
first four 's April 13-14-15—Southern California Retail : : : ; 

r DH) lumber Assn., Ambassador Hotel, Los Angeles, Write or wire for complete information. 
0 (13 per: [MR Califecnia, 
responding ig ee 5-24-25—Lumbermen’s Assn. of Texas, 

4 ur ‘| Pier, Galveston, Texas. 

) January & _ ‘S-27—Lumber Merchants Assn. of 
0 publicly a — California,* Ahwanhee Hotel, 

the m2 2 Osen National Park, California. 
ts “i under a “om ' Retail Lumbermen’s Assn.* 
£ : a Neico'es no plans for exhibits. 
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Use Our 


QUALITY 


PRODUCTS 


ate POLMERIK 


A HANDY ITEM IN EVERY HOME 


RECOMMEND 
POL-MER-IK BOILED 


Supertreated Pol-mer-ik Boiled 
Linseed Oil contains the correct 
proportions of quality driers to 
assure controlled uniform drying. N Y U ANOTHER NEW 
COUNTER DISPLAY 
bd Ww TO HELP YOU SELL 


SEND FOR THIS 
Pol-mer-ik’s tested sales building displ king lin- 
FREE SALES BUILDER Sea'saies out of the sinall profit class. For example, retailers 


are making over 30% on sales on the convenient quart size—a 
better gross profit than on the usual paint or hardware item. 


Pol-mer-ik is supertreated to produce a better looking, 


- - longer lasting paint job. It deserves and gets a better price. 
ARCHER-DANIELS-MIDLAND CO. Available in both raw and boiled, packed in handy, attractive, 
689 Roanoke Building @ Minneapolis, Minnesota easy-to-sell, pint, quart, gallon and 5-gallon containers. 


Do as thousands of successful retailers are doing. Send for 
this attractive, profit-producing sales builder. Put it next to 
sales builder for use by my cash register. your cash register. Enjoy real profits on your linsee/ sales. 


— obmeri 


” 100% PURE LINSEED OIL 


EXTRA QUALITY 
DESERVES A BETTER PRICE 


Please send me your new profit-producing 


re ee 














We purchase our oil from__ 





es. = 
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WASHINGTON 
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LONG RANGE HOUSING BILL: No predictions 
about the immediate course of this legislation. Be- 
fore you read these lines, the House Rules Com- 
mittee may have put it on the calendar; though the 
Committee is rather evenly divided. But in due time 
the bill will come before the House for action; and 
its fate lies in the hands of Congressmen who, up 
to now, have refused to indicate how they're going 
to vote. j 


THE NRLDA is opposing this legislation vigorously 
and will continue to do so until a decision is 
reached. No one guesses how it'll go. General 
opinion a few weeks ago was that the bill would 
become law; in about the’ form it passed the Sen- 
ate. Most news men think there'll be some sort of 
housing legislation passed; but they’re no longer 
certain what form the legislation will take. The law- 
making weather has changed. 


LABOR LEGISLATION in the House seemed to be 
the turning point. Had the Wood bill been defeated 
decisively, most of the Administration's social legis- 
lation probably would have been enacted. It was 
one of the hardest fights in the House for a dozen 
years. The Wood bill was passed tentatively by a 
narrow margin; and then it was recommitted, also 
by a narrow margin. All social legislation seems 
now to be rather in question. 


THE FEDERAL RESERVE wants extension of its 
powers to control bank-reserve requirements and to 
regulate consumer credit. These powens expire the 
last of June unless renewed by Congress. The FRB 
Chairman says reserves would be reduced and 
credit controls suspended if events made this seem 
wise. Some members of the Senate Banking Com- 
mittee think the existence of such powers, even if 
not used, would depress business. 


Phy sein ACTIVITY continues more or less to 
lrift downward. Industrial and commercial con- 
cirosliant according to mid-spring figures, were de- 
pressed; but residence building was up. Sure 
enough, according to official figures, total construc- 
tion in April of this year amounted to $1,368 million; 

‘ompared with $1,378 million in April of ‘48. 


UNEMPLOYMENT FIGURES are being closely 
‘hed. By late reports they were a little above 
e millions; and it's generally held, if they pass or 
1 approach four millions, then Uncle Sam will 
> to break out some public works or other stand- 
‘ids. The jacksnipe auto strikes are said to be 
ng some customers out of general markets; fear- 
hat these are the first of many industrial shut- 


ns. 
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BUSINESS DECLINES are being caused by slow 
buying on the part of business firms, about as much 
as by customer withdrawals from the market; 
though the latter contribute their share. . . . Per- 
sonal incomes, believe it or not, are slightly above 
last year’s figures. Retail distributors in general 
have cut prices; but department-store sales, in mid- 
spring, were down less than two percent compared 
with a year ago. 


CORPORATION DIVIDENDS during the first quar- 
ter of this year were 12 percent above the first 
quarter of ‘48. It seems to mean that corporation 
earnings are going in larger part to stockholders 
and less into plant expansion. That could have its 
serious effect; since limited expansion means in- 
creased unemployment in building and equipment 
industries. Better watch those general figures, hav- 
ing to do with industrial plants. 


INCOME TAX RATES almost certainly will NOT 
be upped this year. According to the Council of 
Economic Advisers, a personal income rate increase 
could bring on a “disorderly readjustment’; which 
is the expensive name for you know what. Chair- 
man Nourse wants to balance the budget; but he 
wants to do it with a small increase, say, of corpo- 
ration income taxes, plus a fairly hefty cut in Fed- 
eral expenditures. 


SENATOR TAFT says, however, that Congress 
isn't good at reducing appropriations; something 
vretty well proved when Senator Douglas tried to 
get appropriations for the civil functions of the 
Army—the old rivers and harbors bill—reduced 
by 40 per cent. He all but got mobbed by fellow 
Senators. Better resign yourself either to higher 
taxes or to Federal deficit spending. This page 
guesses deficit spending. 


APRIL HOUSING STARTS, according to the BLS, 
numbered 86,000 new permanent nonfarm dwelling 
units; a little below the figure for April of last year. 
But a year ago residence construction was very 
high and was soon to start downward. This time it's 
going upward; maybe the beginning of the upward 
swing predicted by analysts for the middle and 
latter part of this year. That COULD turn the tide. 


THE NRLDA SPRING MEETING, held in Washing- 
ton, got the big association off to a flying start. H. R. 
“Cotton” Northup, as you know, has been given the 
title, Executive Vice President. At this meeting 
Edward H. Libbey was given the title of Secretary; 
a highly deserved recognition. Ed is giving most of 
his time at present to work on the college training 
project; one of the association's top creative under- 
takings. 
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PICTURE WINDOW UNITS 
by MALTA 

















Available with either 
casement or double-hung 
side windows. 





























































E 
home-buyers, dealers .. . find just what they want ¢ 
in the all new MALTA PICTURE WINDOW UNITS. . 

i 

f 

Architect—ADAPTABILITY: These frames are fully modular for 3 
masonry, veneer, frame and block construction. Fit into plans calling a 
for any wall thickness. ‘ 

: 






Contractor —CONSTRUCTION: In addition to the time-tested 
MALTA features, this new frame provides many other exclusive points 
of superiority. The center picture window is designed for Thermopane 
but by using wide stops, plate or double strength glass may be in- 
stalled. This frame can also be easily converted into a beautiful bay 
window by changing the sill to standard stock SUPREME sill. 
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Home Owner — BEAUTY! Home buyers have a choice of either case- 
ment or double hung side windows. HEAVY DUTY easy operating 
hardware is employed and windows open without removing storm 
sash and screens. 
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i Dealer —DEALERS: Write us for the name of your nearest jobber to orl 
Chon , — 


arrange early delivery of this profitable, popular MALTA Picture 
Window Unit. 


y type con 
thickness 
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THE MALTA MANUFACTURING CO. 
MALTA, OHIO 
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WELCOME AMBASSADORS OF PROFIT! 


Retail Merchants should implement supplier's selling cooperation. 


With the permanent return of a normal buy- 
er’s market (until the next war), a new relation- 
ship is established between the retail buyer and 
the producers’ and wholesalers’ salesmen. 


Some retailers may be harboring a grudge 
hang-over from the seller’s market based on 
real or fancied discrimination. 


It is neither good business nor good sense to 
hold such grudges. 


It is better to let by-gones be by-gones and 
accept the responsibilities and opportunities of 
the new era. 


Now is the time to organize a new and better 
cooperative structure between yourself and your 
supplier’s salesmen. 


To sustain productive employment the manu- 
facturer must have functioning retail outlets. 
He is keenly aware as you are of consumers’ 
resistance in a normal buyer’s market. 


He knows that his selling representatives and 
wholesalers must provide for you a better struc- 
ture of merchandising support and cooperation 
than ever before. 


He has trained and equipped his men to assist 
you in creative consumer selling. 


Your part is to provide the time, place and 
facilities for intelligent purchasing and for co- 
operative planning of merchandising strategies 
and tactics. 


ING Propucts MERCHANDISER 


The salesmen of your suppliers should be 
treated as Partners-in-Profit. 


These men bring you the life-blood of your 
sales—the goods you will sell and some of the 
ideas that will sell them. 


You should welcome their ideas as well as 
their goods. 


You should take time to get their viewpoint 
of mutual problems as well as to give them 
yours. Mutual understanding makes for mul- 


tiple progress. 


The same provision for their comfort and 
convenience should be made as you did in the 
seller’s market. 


Their time, as well as your own, should be 
conserved by setting up buying hours, observing 
them religiously, and keeping every appoint- 
ment. 


You should require of them sound ideas, prac- 
tical suggestions and effective merchandising 


helps. 


When they bring these they are truly Am- 
bassadors of Profit and should be welcomed 
as such. 


EDITOR. 


él 





Cover—Kitchen Planners’ drawing of a proposed instal- 
lation takes shape. 





This article describes in detail how one aggressive eastern 
dealer is operating a remodeling department that is 
averaging $1,000 per job. 





ARRYING ON a vigorous campaign to encourage 

extensive modernization of kitchens, the Glou- 

cester Coal & Lumber Company is building business 
with a task force called the Kitchen Planners. 

With headquarters in the company’s recently opened 
Building Center, the Kitchen Planners function almost 
independently, invading homes not only in Gloucester 
and adjacent communities but also a good many miles 
away to present eye-catching and dollar-extracting 
recommendations and free plans to kitchen-conscious 
home makers. 


AVERAGE $1,000 PER JOB 


Effectiveness of the campaign is shown by the 
record of more than 600 kitchen improvement projects 
undertaken under the interested eyes of the K. P. 
crew. In the early months of specialization on better- 
kitchen business there were many small jobs. Now, 
however, an average Kitchen Planners’ project comes 
to about $1,000. 


The Gloucester Kitchen Planners use available 
material furnished by manufacturers, and add dis- 
tinctive touches of their own in encouraging prospects 
to develop an urge to remodel. 


Newspaper advertisements, large and small, using 
an original heading that is also used in promotional 
literature, keep singing the praises of better kitchens 
and inviting all interested to visit the Building Center, 
or to telephone for a visit from a Kitchen Planner 
(Four key employes of the Gloucester Coal & Lumber 
Company comprise the K. P. detail at present). 


WOODEN CABINETS are featured in this model kitchen in 
the Building Center. Cabinets above the sink are fabricated in 
the company’s own shop. Interesting decorative touch is the 
garden view painted by the wife of one of the Kitchen Planners 
seen through the casement window. 





A prospect who visits the Building Center is en- 
couraged to inspect two model displays. All attend- 
ants are instructed to be helpful but to make no effort 
to sell on the spot. 


“The stakes are bigger than anything on the floor,” 
explains Charles T. Heberle, Jr., Gloucester Coal & 
Lumber Company sales manager, and originator of 
the Kitchen Planners unit. 


Mrs. Prospect is encouraged to slam shut the doors 
of steel cabinets, and to tap for herself to see that they 
are not “tinny.” She is given a demonstration of how 
the automatic food waste disposer works. If she 


MODEL KITCHEN, below, of steel cabinets at the Building 
Center. Garbage disposal unit, electric stove and other appli- 
ances are sold with the remodeling job. Sign on the counter 
top says: “10 percent down, 36 months to pay.” 


seems to have a sense of humor, she might even be 
shown that the only “plumbing” in the demonstrating 
unit is a galvanized metal pail to catch the waste. 


TWO MODEL KITCHENS 


On the other side of a low partition, the visitor is 
shown a display of wood cabinets with a casement 
window over the sink. The clerk who may or may 
not be one of the Kitchen Planners, explains that pre- 
fabricated top counters are a specialty of the house. 
He still refrains, however, from urging any purchases, 
although he does point out appropriate kitchen 
equipment such as appliances. 


Many women, departing without experiencing any 
sales efforts, bounce back with their husbands (and 


husbands return with wives). Negotiations begin. 
Patience is the watchword. The goal is to get a 
Kitchen Planner in the prospect’s existing kitchen. 
At an appropriate time, the company’s Kitchen Plan- 
ner offers to take measurements for the proposed job. 
If the offer is accepted, or if the prospect invites a 
planner to call, the K. P.’s really swing into action. 


Carl F. Anderson and Robert H. Rapp do most of 
the active visiting. Anderson is Building Center sales 
manager, and Rapp is the company’s merchandising 
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KITCHEN PLANNERS at one of their frequent conferences. 
Left to right, Robert H. Rapp, the company’s merchandising 
manager; Carl F. Anderson, sales manager; Charles T. Heberle, 
Jr.. sales manager and treasurer of the company, and Wilfred 
I’. Perry, lumber manager. 


manager. Each is a veteran of 18 years’ experience, 
affording the prospect a sound fund of knowledge. 

The fourth Kitchen Planner (Heberle being the 
first), is Wilfred F. Perry, manager of the company’s 
lumber department. Incidentally, all four have fre- 
quent conferences and exchange ideas. 


Anderson uses an ingenious method of drawing 
such items as corner cabinets. He places a sheet of 
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37 Duncan St 








FRON] COVER of personalized folder showing plans for a 
kitehe: remodeling job. 


CAREFULLY DRAWN elevation of kitchen wall, right above, 
embodying proposed improvements shows prospect what kitchen 
Planning ean do fcr her home. Also shows building trades 
mechanics exact room measurements for fixtures. 


SAMPI! DRAWING, right, of type prepared for prospects by 
Gloucesier Kitchen Planners. 
BuitpinG Propucts MERCHANDISER 





So says the Gloucester Coal & Lumber Co. 
The Kitchen Planning Department of this 
Massachusetts firm is doing a great job in 
this highly specialized field 


tracing paper over a catalog illustration and marks 
over the catalog picture, thus achieving a perspective 
drawing complete with sink, counter, cabinets, and 
whatever else he may wish to include. 


Rapp, on the other hand, uses elevations and floor 
plans. He draws them to scale showing what can be 
done in available space and at the same time providing 
accurate guides for carpenters and other building 
mechanics. Rapp is fortunate in having a wife who is 
an artist and occasionally can be persuaded to dress 
up a sketch. 


(An aid to making presentable sketches is a scale 
drawing pad sold by the Jiffy Sales Co., 1820 E. 37th 
St., Cleveland 14, Ohio.) 


In making drawings of proposed kitchens there is 
opportunity, which is not neglected, to suggest new 
major appliances. Electric dish washers have been 
Many prospects 


found to be profitable suggestions. 
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The Gloucester Coal & Lumber Co.--------.---~-----~ 
The Building Center 
43 - 87 Duncan St 


Gloucester, Mass 


Gentlemen: 
Kindly send me information on the following Kitchen Improvements: 
} Morgan Wood Kitchens 
“Kitchen Planner” Service 
Pittsburgh's Color Dynamics Book 
(J Hotpoints new dishwasher 
] Vikon steel wall tile 
) Free “Kitchen Catalogue” 


Hotpoints push button range 


Kitchen exhaust fans 
Rubbertile flooring 
Formica counter tops 
Youngstown steel kitchens 
Hotpoints refrigerator 


Address 
Phone 3060 


Name 

















DIRECT MAIL pieces supplement newspaper advertising. This 
return post card accompanied a personal letter. 


have good refrigerators and stoves that they retain. 
Average appliance sales per job have been between 
$200 and $300. 


COMPLETE PROSPECT PRESENTATION 


When a drawing has been prepared, it is mounted 
in a folder made up in a good quality stiff paper with 
a simulated grain, and bearing the distinctive Kitchen 
Planners trademark and the prospect’s own name 
lettered below a line that says, “Designed for... ” 


The drawing within the folder is the Kitchen 
Planners’ secret weapon. It embodies a woman’s 
dreams for her kitchen. It is something that she can 
show her relatives and friends. It is only natural that 
she should go ahead with the project after being 
provided with such an impressive layout. There have 
been very few disappointments in cases that have 
reached the folder stage. 


All this time, the matter of cost has been avoided 
as far as possible. The Kitchen Planners regard it 
as good strategy to let the better-kitchen blossom 
without being nipped in the bud by frosty figures. 
If pressed, of course, the merchandisers must give 
figures. But they prefer to postpone this step. The 





SAD BUT 
--- TRUE 


F} no use kidding anybody... 
you just can’t baste up a suit 

without a pattern .. . neither can you put ina 
properly coordinated modern kitchen without a 
plan to go by. . . and when you go. . . go by way 
of Duncan Street to. . 





The BUILDING 
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Planners have confidence in their product. They know 
that those who have embarked on modernization pvoj- 
ects are well pleased in the long run. Questions on 
cost are referred to the prospects’ own carpenters, 
plumbers, electricians, for estimates. 


There’s no telling what may come of a Kitchen 
Planners’ sketch. A new sink calls for new cabinets; 
major appliances naturally follow. A new window and 
perhaps a door is logical. Rubber tile floor covering, 
a ventilator, a wall installation of steel wall tile are 
other suggestions. 


WILL ARRANGE FINANCING 


All this mounts into money, not only for the Kitchen 
Planners but also for the building trades and the 
local banks, which finance about half of the kitchen 
improvement jobs. Financing will be arranged by 
the Kitchen Planners. All concerned naturally think 
it’s a splendid idea to go ahead. One super-kitchen 
cost $2,500, and the owner is greatly pleased. 





The Kitchen Planners have found a remarkable 






































readiness to spend money for modern kitchen equip- 
ment and the incidental alterations. Lack of domestic 
help is a factor. The advertising of kitchen items is 


~ ~~ —— 















. a fellow’s bound to learn after that 

many jobs .... and that’s how many we have 
completed cither as the major domo 

or as an “assist” 


BARA RAR res © es 






Reale’ make no mistake . we 

know our kitchens... if you have 

definite ideas as to what you want . . fine 
. we can help. ... if you just want 

a change for the better in gradual 

steps... or if your tired of the whole 

thing and want a new lease on life .. . 

we're just the ones to render intelligent 

aid and assistance . . . reach for your 

; phone and mention Enterprise 5750 . . 

} operator you want to talk to someone 

; about “kitchens” and you’re on your way... } 










. tell our 








. at Enterprise 5750 the “new building center” down 
at the gloucester coal and lumber... 87 
duncan street in gleucester........ 







kitchen planners 
87 dunean st 
gloucester 















NEWSPAPER ADVERTISING written by Charles T. Heberle. 
Jr., sales manager and treasurer, is distinguished by a folks! 
style. His signed weekly column, “Whittlins,” has a wide reat! 
ing. (See opposite page.) 
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ano her. Even those in moderate circumstances suc- 
cum) to the urge to be efficient and up-to-date in the 
heart of the home. 


. Kitchen Planner calling at a shabby house in an 
unprepossessing neighborhood had little hope of busi- 
ness. It turned out that the owners had house fever. 
They had just decided not to buy another place. To 
satisfy their urge for a better home they ordered 


The Kitchen Planners keep up with developments 
in kitchen equipment by attending schools operated 
by manufacturers, and studying such material as the 
AMERICAN LUMBERMAN & _ BUILDING PRODUCTS 
MERCHANDISER. They know what people would like 
and they try to supply needs. 

With the wealth of equipment now available, and 
know-how earned by the installations made, the Glou- 
cester Kitchen Planners are confident of sucéess in 
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$2,000 worth of kitchen, and paid cash for it. 








....There is something new at The 
Building Center, and it’s working 
out so well that I thought you might 
like to hear about it. 


....It’s a department called “Kit- 
chen Planners,” a group of fellows 
who have charge of all our kitchen 
activities. They are experts, so we 
decided to form a team. 


....This is the way it works. Let’s 
suppose you’re tired of bumping 
into counters because of poorly 
planned space, or hampered because 
of a lack of cupboards, or need a 
new sink. You decide to come and 
see us because you’ve heard The 
Building Center is the place that 
knows about that sort of thing. 


....That’s where the Kitchen Plan- 
ners come in. You talk it over with 
them, telling about what you want. 
Then, if you like, one of the experts 
will go out to your house and check 
over the setup. No obligation, of 


course, 


...Naturally, we’d like to do the 


job, but you’re the boss. Enough 
folks like our ideas to make the 
exira time spent worthwhile. 


Next, we consolidate your ideas 


an. ours, make a drawing, and fig- 
ure costs, which we can keep to a 
mi imum. You look it over and 
thir: about it. 


‘f you decide yes, we have a 
wo \derful line of cupboards, sinks, 


counters, and cabinets. All shapes 
and sizes to fit beautifully in any 
kitchen. 


. 


....Electric ranges, refrigerators, 
garbage disposers, and so on. 


....Its marvelous what a time and 
motion saver a well planned kitchen 
is. How proud you'll be. 


....That’s how our “Kitchen Plan- 
ners” work. The thing starts with 
your bumping into things, deciding 
that there’s too much waste time in 
the kitchen, and paying us a visit. 


....Then we take it from there. 
And if you want to pay a little 
down and a little each week or 
month, we will be glad to arrange 
payments on any reasonable sched- 
ule. That makes it even easier. 


....Fact is, many people who have 
used our “Kitchen Planner” service 
declare that in comparison rolling 
off a log is a tremenjus tarsk. 


....-Howa boutit? 


....The Gloucester Coal & Lumber 
Company, The Building Center, 87 
Duncan Street, Gloucester 3060. 


Charl Habert Je 


The GLOUCESTER COAL + LUMBER Cl 
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their aggressive campaign for new business. 
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How to Waterproof Concrete 


Basement Walls 


HERE IS NOTHING DIFFICULT about build- 
ing a watertight basement if the recommended 
practices and the proper procedure are followed. 

Concrete masonry, which has generally been ac- 
cepted for basement construction, can be made water- 
tight by taking the proper care in design and con- 
struction. 

GENERAL PRECAUTIONS 

To be sure the uneven settlement will not cause 
cracks in the walls, make the footing of sufficient 
width and proportion to carry the load in accordance 
with local building codes. In the absence of a local 
building code, general practice for residential base- 
ment construction requires footings to have a depth 
equal to the thickness of the foundation wall, and a 
width equal to twice the wall thickness. Where soil 
conditions do not provide good bearing, it is desir- 
able to spread the footings over more area and add 
steel reinforcement. No portions of the footings 
should bear on freshly filled ground; use steps where 
faulty excavation does not permit the bottoms of the 
footing to be on the same level. 

Connect downspouts to underground drains, and 
drain surface water away by proper grading or by 
use of a sloping concrete gutter. 

Unless the work being done is in a section of the 
country having a dry climate, or the excavation is 
made in exceptionally well-drained subsoil, place a line 
of drain tile around the building at the side of the 
footing as shown in the illustration. The tile should 


TABLE I—Proportions by Volume 





: Mortar sand in 
Hydrated lime 


Type of wall 2 
or lime putty 


Cement damp, loose 


condition 


] masonry cement* 2to3 
Ordinary or 


1 portland cement 4to6 


Subject to ex- 

tremely heavy] masonry cement” 

loads, violentplus 1 portland 

winds, earth- cement 

quakes or severe or 

frost action; and] portland cement Oto '4 
isolated piers. 











[Federal Specifications SS-C-181b, Type ’ 


TABLE II—Concrete Mixes for Cast-In-Place 
Basement Wall Construction 





U.S. gal. of water 
to add to each 
sack batch if 
sand is 


Total Approximate mix | 
mixing measured by 


water, loose volumes 


U.S. gal. | Wet 
per sack of | Gravel | Very |(aver- 
cement Cement | Sand !/or stone! wet age Damp 


sand) 


Ordinary 2 6's 


Poorly 


drained 
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Recommended procedure to follow 
to insure watertight construction 


have a slope of one-half inch in 12 feet, and should 
drain to a suitable outlet. Do not connect downspouts 
to this tile. Always place the tile at the side of the 
footings. A sloping shoulder of grout should be placed 
on the shelf as shown in the drawing to keep the water 
from collecting there. Cover the joints between the 
tile with roofing felt to prevent sediment from filling 
the tile during back-filling. The tile should then be 
covered with at least 12 inches of permeable gravel or 
crushed stone. 

Basement walls of concrete masonry should meet 
local building code requirements as to the thickness 
and strength of the units. In the absence of such 
codes, use units meeting the ASTM specifications 
for quality. 

Concrete masonry should be laid up with a mortar 
composed of one of the proportions given in Table I, 
the mortar selected depending on the type of wall to 
be constructed. 

Place a full bed of mortar on the footing which 
receives the first course of block. Face-shell bedding 
should be used on all succeeding courses with full mor- 
tar coverage on vertical and horizontal face shells. 
The joints should be *g inch, thick and firmly com- 


FOOTINGS should have a depth equal to the thickness of the 


foundation wall and a width equal to twice the wall thickness. 


POURING asphalt joint, one step in making a basement floor 
waterproof. 
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: pacted after the mortar has stiffened with a rounded 
/ tool having a diameter slightly larger than the thick- 
ness of the joint. 

E Parget the earth side of concrete masonry basement 
walls with portland cement plaster applied in two 
© coats, each 44 inch thick. This plaster should be made 
[ in the proportions of 1 volume of portland cement 
» and 2% volumes of damp, loose mortar sand. Dampen 
the wall surface prior to the application of the first 
coat. After the first coat has partially set, roughen 
it and allow it to harden for at least 24 hours before 
the second coat is applied. The first coat should be 

















































































































MOPPING membrane with asphalt should be continuous over 
entire floor area. 























FINISHED basement wall in a recreation room. 
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DRAIN TILE should be placed around the building as shown unless the work is done in a 
dry climate or the excavation is made in well-drained sub-soil. 


dampened before the second coat is applied, and the 
second coat should be kept damp for at least 48 hours. 

No filling against the concrete masonry basement 
walls should be permitted until first floor is in place. 

The basement floor should be less than 4 inches 
thick. In cases where there may be pressure from 
ground water or other causes, this thickness must be 
increased and the slab reinforced and anchored to the 
walls or footings to meet the additional pressure. 

A trial mix of 1 sack of portland cement to 214 
cubic feet of sand and 3 cubic feet of gravel or 
crushed stone (1 inch maximum size) is recommended. 
The total water should not exceed 6 gallons per sack 
of cement. With average moist sand, do not add 
more than 5 gallons of water per sack of cement. 

The concrete should be a plastic mix which can be 
placed without honeycombing or developing excess 
water on the surface. If necessary, the proportion 
of fine and coarse aggregate should be adjusted to 
obtain a mix of the desired workability. 

The concrete, after placing, should be thoroughly 
compacted by vibrating or by tamping and spading. 
Then it should be struck-off with a straight-edge, 
woodfloated to the proper grade, and troweled to a 
smooth finish. 

Fill the joints between the floors and the walls 
with hot bituminous material as shown in the illus- 
trations. Beveled strips of wood, inserted when the 
floor is laid and removed after the concrete has hard- 
ened, can be used to form the groove. 

The bituminous material used to fill the joints 
should be of such a nature and consistency that it will 
not bleed. Place it carefully so as not to completely 
fill the joints. After it has hardened sufficiently, 
sprinkle it with neat cement and if desirable, paint 
with portland cement paint. 

Under extreme ground water conditions, the floor 
may be placed in two layers with a membrane of 
waterproofing in between. The concrete base course, 
when hardened and dried, should be mopped with hot 
bituminous material. As the mopping proceeds and 
before the application has had time to cool and 
harden, place a layer of 15-pound roofing felt on the 
bituminous coating with the edges of felt well lapped. 
Two layers of roofing felt are recommended with hot 
bituminous material mopped between the layers and 
also on top of the second felt. This membrane water- 
proofing should be continuous over the entire floor 
area, and carried up on the inside of the foundation 
walls to floor level. Caution the workmen to avoid 
puncturing the membrane when placing the concrete 
floor. 
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MEW STORE HOURS of DOLAN'S BAM toS Pw 


















DOLAN’S (see page 44 of May 21 issue of AL&BPM for a description of this great 
merchandising organization in Sacramento, Calif.) tries to get every major department 
into its big weekly display ad. When not a part of its major display, home appliances 
are featured in a separate adjoining ad. 








EASY-TO-READ COPY in Gloucester Coal & Lumber Co. ad, right, is written by the 
company’s sales manager and treasurer, Charles T. Heberle, Jr. His ads are often 
humorously illustrated. Note the powerful consumer sales job in this conversational 
style. (For more about this New England concern see AL&BPM, Feb. 12, page 72.) 













HOW ABOUT PAINTING 
THAT CELLAR FLOOR 


You would be surprised at the 
number of your neighbors who 
have undertaken the job. . . and 
very successfully at that . . . for 
by this operation you practically 
add an extra room .. . it eliminates 
concrete dust to begin with, mak- 
ing it possible to hang out clothes 
on wet days .. . gives the kids an. 
other playground and leads the 
way toward a place to entertain 
without disturbing the rest of the 
house. 


The proceedings are rela- 
tively simple: 


Ist: Purchase one bag of sakrete 
for patching up any cracks 
and holes . . . add water 
and will stop most ready 
mixed ... Sakrete costs you 
$1.09 . . . a trowel to put it 
on 19c. 


2nd: If you have leaks where your 
wall and floor join, a box of 
bondex is in order . . . this 
material hydraulically bonds 
the joint . . . use it for 
all leaks . . . sells for 98c a 
package. 


3rd: If your concrete floor itself 
is damp or has been newly 
put down, a quick coating of 
venestone primer is a big 
chelp .. . this seals it up and 
adds years to the life of the 
paint . . . it's cheap... 
10 pounds is enough to do 
the average Cape Ann home 
and will set you back $1.96. 


4th: Next on the docket is the 
paint job itself . . . for this 
. . . choose your color from 
Pittsburgh's famous line of 
tough Plastic Florhide . . . 
designed for the job... 
built to take it . . . goes on 
like nobody's business . . . 
$5.29 a gallon . . . usually 
takes around two of them 
for one coat. 


If you haven't knocked yourself 
out by this time we have more in 
store for you . . . and that's the 
basement walls in COLOR to fin- 
ish the job... nifty ... zippy... 
peppy... we'll sell you a good 
wide brush for 49 cents . . . Hylite 
concrete wall paint is the material 
to use ... sells for $1.29 a package 
that will make a gallon of paint... 
mix it up with water and slap it 
on any way at all... dries ovt as 
if it were > So by Michael Angelo 
himself. 
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POINT OF 
SALE 


Plumbing 


Packages 


Are a Natural 


Dealer case histories reveal helpful tips on building a 
plumbing department into a strong profit department 


ORE DEALERS are recogniz- 
ing the merchandising possi- 
bilities in plumbing. Just as im- 
portant as lumber and hardware 
in a new home or remodeling job, 


WELL-EQUIPPED plumbing supply 
shop like this one at Whiting-Mead Com- 
pany’s National City (Calif.) store is an 
important part of the complete service 
setup. 


plumbing nevertheless is one of 
the major building materials items 
neglected by many dealers, often 
on the grounds that union restric- 
tions make such a department dif- 
ficult to operate. 

To offset this unfounded belief, 
note that some of the leading build- 
ing material dealers in the country 
are handling a complete line of 
plumbing and have done so for 
years. The names of some of these 
outstanding dealers are indicated 
in the advertisements and illustra- 
tions shown in these pages. 

Some of these dealers have union 
mechanics on their own payroll, 
sometimes a master plumber in 
charge of the department, and not 
only sell but install the complete 
job. Other dealers work directly 
through their contractor custom- 
ers. In either case this major 
building item is strongly adver- 
tised and merchandised as a part 
of new home and remodeling sales 
packages. 


ONE COMPANY'S EXPERIENCE 


What plumbing can mean as a 
powerful sales factor is being dem- 


onstrated every day at Whiting- 
Mead Co., San Diego, Calif., where 
plumbing has been handled ever 
since the company was organized, 
Whiting-Mead’s successful budget 
home program includes the sale 
and installation of plumbing and 
electrical fixtures. The bill of ma- 
terials for the Whiting-Mead two- ff 
bedroom house is $3,690; plumbing 


equipment and installation in this 


sale totals approximately $860. The | 
company has 10 men in its plumb- 
ing department and four trucks. [ 
Remodeling offers almost asf 
great an opportunity. The trend | 
toward extra lavatories on the first 
floor and adjoining basement rec- f 
reation rooms, opens a profitable | 
field to the small town dealer. This f 
is particularly true in country f 
areas where the rural electrifica- f 
tion program and recent access to 
running water have encouraged f 
widespread remodeling of farm} 
homes. Many farmers are pre 
pared to do the installation of lava- f 
tories and bathrooms themselves. 
The small town and country 
dealer also has an excellent sales 
potential in summer cottages with 


BAY DISPLAYS of bathrooms and fixtures appeal to contractors and consumers. They afford 
the customer an excellent idea of what the fixtures will look like upon installation, also a fine 
opportunity for quality and price comparison. 
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BATHROOM ACCESSORIES, left, prove a definite service and traffic item. Attractive window 
displays are possible with plumbing fixtures. The one shown at the left was set up by Jacob 


Levy & Bros., Louisville, Ky. 


shower stalls and septic tanks high 
on the list of good sales items. 

Dealers already doing a good job 
in plumbing recognize the impor- 
tance of merchandising plumbing 
just as strongly as any other build- 
ing material. They realize that 
no display can look more slovenly 
and repulsive to the customer than 
a dirty, disarranged group of toilet 
bowls. That’s why the dealers 
whose stores are shown on these 
pages not only have neat, eye-ap- 
pealing exhibits of accessories, but 
complete bathroom bays that will 
help sell both the contractor and 
consumer. 


ADVERTISING IMPORTANT 
Newspaper advertising, as with 


every other building material, will 
do a real sales job for the plumb- 
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SHO’ °©R RODS and curtains set up 
aroun. this pillar attract attention at the 
Albucserque (N. M.) Lumber Co. 
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ing department (See examples on 
these pages how successful dealers 
prepare their copy.) The com- 
pleted job at a single price always 
appeals to the home owner. Free 
estimates and easy terms are 
added inducements. Good illustra- 
tions are necessary with plumbing 
copy. 

Store and window displays of 
bathroom bays and plumbing equip- 
ment can be eye-appealing and 
sales provoking, although the 
arrangement of these exhibits will 
require more imagination than 
many other products. Two men 
spent their spare time for 10 days 
setting up the plumbing display 
window shown with this article. 
That window by the orderliness of 
the dozens of items displayed com- 
manded the attention of passersby. 

Inside the store, plumbing fix- 
tures should be displayed by 
islands, bins and panels. Success- 
ful dealers in plumbing supplies 
say that it is vitally important 
from a sales standpoint to bring 
plumbing parts out where the con- 
sumer can see them. They should 
not be kept boxed on the shelves 
and out back. This visual sales 
appeal is a constant sales reminder 
to the contractor customer and 
helps the consumer select the item 
he is looking for; more often than 
not, he will recognize the item he 
wants, although he doesn’t know 
the name of it. 


LABEL AND PRICE MARK 


Pyramid islands may be used 
for finished fixtures and clearly- 
marked bins for the rough. Each 
bin compartment should be care- 
fully marked with the name of the 





SOIL PIPE fittings are displayed attrac- 
tively at the Whiting-Mead San Diego 
(Calif.) store. This display by Jim Willis 
won a Suggestion Box award. It’s a time 
saver for customers who know what they 
want, but can’t call it by name. 


THIS attractive island display of fittings 
and accessories was found in Rorabach- 


er’s, Whitmore Lake, Mich. 
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item, size and price. The compart- 
ment displays should be checked 
daily to make sure each item is 
properly classified. Customers have 
a habit of picking up a nipple or 
some other part and carelessly 
dropping it into the adjoining 
compartment. 

Good housekeeping — dust free, 
orderly and properly classified dis- 
plays —cannot be overemphasized 
in the plumbing department. 


The numerous accessories that 
can be sold with a new bathroom 
installation—towel bars, shower 
curtains, medicine cabinets, etc.— 
add many additional dollars to an 
already excellent sale profitwise. 

Many building materials dealers 
have handled pipe, an important 
link in the plumbing installation 
job, for many years. Why not add 
another link in the chain leading 
to a satisfying package sale by tak- 














Phone 1010 















































VARIETY of plumbing service offered by Richards & Krueger Co., New Braunfels, 


Tex., is illustrated by this eye-catching ad. 
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ing on a complete line of plumbing 
and furnishing or arrangin: jp. 
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New Bathroom 
for $219.98 


$22.00 Down—$6.93 Month 


BATH TUB 


with shower diverter. 


CLOSET 


Close-bolted. 


LAVATORY 


12” C. C. with pop-up 
fixture, chrome legs. 


MEDICINE 
CABINET 


Porcelain enamel, chrome- 
encased plate glass mirror. 


Two Chrome-plated 


TOWEL BARS 


Chrome-plated 


TISSUE HOLDER 


Chrome-plated 


SOAP DISH 


Chrome-plated 


SHOWER ROD 


Chrome-plated 


SHOWER CURTAIN 
6’x6’—Plastic. 
KETCHUM BUILDERS 
SUPPLY GO. 


4TH SO. AT 7TH WEST 











KETCHUM BUILDERS SUPPLY C9. in 
Salt Lake City has a major plumbing 
department. This is one way they adver 
tise fixtures and accessories. 
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AMERICA’S 
Easier To Sell LEADING 


TO HOME OWNERS 


because a Heatilator* unit lives up to every 

sales claim made for it! Twenty-two years of 
proved performance in thousands of homes and 
camps have made it America’s leading fireplace. 
And month after month, extensive national advertising 
serves to stimulate consumer demand ... and create 
sales for you, the dealer. 


ne oe Oe 


Easier To Sell 


Buy 


TO BUILDERS 


because a Heatilator Fireplace unit actually adds extra 
value to a house! It satisfies the prospective home owner’s 
desire for a fireplace—but beyond that it guarantees a 
correctly operating one that circulates heat and will not 
smoke. Builders and contractors appreciate these powerful 
sales appeals—especially when they discover that savings in 
material and labor practically offset the unit’s cost. 


*Heatilator is the registered trade mark of Heatilator, Inc. 
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Help Your Customers Think 


Cartoon characters and special signs help 
Of You register dealer’s name with prospects and 
customers 


N ATTENTION - GETTING attention—letterheads, truck signs, 
character can help make a on-the-job signs, billboards and 
customer think of your yard first newspaper advertising. 
when he is in the market for build- One of these symbols, Lanky 
ing materials. Planky, is syndicated with a com- 
Such a cartoon or symbol can be plete advertising program that 
applied to every phase of your helps sell building materials every 
building that comes to the public’s month in the year. 


WHITING-MEAD CO., San Diego, gives 

~* a humorous touch to its slogan, “This is 

your ‘Do It Yourself’? department store 

ea, ot en. of building supplies,” with the introduc- 
CROW tion of a cartoon character or rather an 

ahh entire family (right). The male character 

Lu MBER « is Don-L-Doo-It; his helpful wife, Dolly 
Doo-It (you name the baby). Cartoon 

HARDWARE :PAI strips show Don painting roofing and 
BUILDERS SUPPL carpentering while Dolly and Baby look 
on encouragingly. These cartoon char- 

acters are used effectively in the promo- 

tion of the Whiting-Mead budget home 

to show what work the customer does 

after he receives his building materials. 


RODNEY CROWE, who operates the 
Crowe Lumber Co., Phoenix, Ariz., util- 
izes the black crow effectively. 


LUMBER CO. LUMBER CO. 


| 1221 Erie Ave Dict 3657 


EBENREITER 





ON-THE-JOB SIGN used by the Ebenreiter Lumber Co., She- 
boygan, Wis., is tied in with the Ebenreiter advertising. 


ROMNEY’S in Salt Lake City developed their own character, 
LANKY PLANKY The Romney Man, built with lumber and hardware products. 
combination _ side- He also appears in their newspaper and direct mail advertising. 
walk and street 
sign (left), helps ‘ ies : 
identify store with ‘ ts 
newspaper ads car- 
rying the cartoon 
character. 


TRUCK SIGNS 

(right), offer an —_ ee a 
excellent opportu- (omPANY 

nity to bring your -— 

name before the 

public with the 

help of an atten- 

tion-getting symbol. 
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#220 KENNALATCH 


Latches automatically, 
unlatches by natural 
thrust of hand. For 34" 
cabinet and wardrobe 
doors. 


Brings sliding doors 
into alignment. 
Also used as fric- 
tion latch. 


#420 KENNALOCK 


Assembled unit to 
fit notch cut in 
134" door. Inter- 
changeable left- 
right locking mech- 
anism. Solid brass, 
finger pull plus 
locking safety 
latch. 


*10-20 FLUSH CUP PULLS 
Solid brass. #10 > 
used in cabinet and 

wardrobe doors for 

¥4" bole. #20 used 

indis: >pearingroom 

door. for 134" hole. 


Economical 
and Easy to Install 


#200 BALL BEARING DOUBLE RAIL 
KENNATRACK 


Ba 


Easy mounting ball 
bearing carriage and 
patented offset track 
guarantees finger tip 
control of by-passing 
wardrobe and cabi- 
net doors. For either 
¥%," or 13/16" doors 
with easy mounting 
ball bearing  car- 
riage. 


#300-350 DISAPPEARING KENNATRACK 


Uses“patented expansion 


sleeve mount. Requires 
less headroom space 
than any other known 
sliding door device. 
Eight wheels per door. 
#300 equipped with 
bronze wheels, #350 
with neoprene-tired 
wheels. 


Truly trouble-free for doors of I'/e" to 134" thickness. Eight 
neoprene-tired wheels banish noise, guarantee smooth easy 
movement. Exclusive adjustable carriage permits doors to be 
raised or lowered 34". 


Send for complete catalog and prices TODAY. 


Bur «tng Propucts MERCHANDISER 


Specializing Exclusively in the 
Manufacture of Sliding Door Hardware 


ELKHART @ INDIANA 
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Continued improvement in 
handling equipment and 
strapping makes use increas- 
ingly practical in all size 
yards 


Steel 
Strapping 


Plus 


Material Handling 
Eguats Efficiency 


EALIZATION OF THE MONEY saving features 
of steel strapping plus mechanical handling 
equipment, at the manufacturing, wholesale and retail 
levels, is increasing day by day. 
Lumber is loaded and unloaded quicker and cheaper. 
Tallying is easier and more accurate. 
Other building materials from doors, packaged win- 
dows, frames and pattern lumber through roofing, 
shingles, plywood and sheathing boards are being han- 


Photos above and below, Acme Steel Company. 
Other photos, Long-Bell Lumber Company. 


DOORS PACKAGED for delivery to 
house job are less liable to be damaged 
in transit or at the job site when strapped 
in packages. Frames, jambs, casing: and 
all types of finish lumber, as well as 
numerous other building materials are 
also better protected during delivery and 
storage. Lift trucks handle strapped 
packages easily. 


dled with less expense and less loss when strapped in 
packages and handled mechanically. 

Equipment manufacturers are bringing out smaller, 
more efficient lift trucks that fit into the investment 
picture of small yards. 

Based on the last twelve month’s experience, manage- 
ment might well re-assess today, savings inherent in 
the use of steel strapping and mechanical handling 
equipment. 

Further material on handling equipment will be 
found on page 79 of the February 14, 1948, issue of 
AMERICAN LUMBERMAN & BUILDING PRODUCTS MER- 
CHANDISER. The story of steel strapping in the retail 
yard will be found in the June 5 issue, 1948. 


WHEN LUMBER IS STRAPPED, unloading a car (left), 

means handling eight packages instead of 1,000 to 2,000 indi- 

vidual pieces. Packages are moved from car to storage in one 

trip without being reloaded or handled. Strapped lumber 

(left below), is accurately tallied until package is broken. 
Piles stay neat. Pilferage is reduced. 


THE PACKAGE of lumber shown below equals one-eighth of 

a carload of lumber. It takes five minutes to move it from 

car to storage yard. Eight times five means 40 minutes to 
unload and store a carload of dimension. 
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DEALERS! 


HERE’S A ROOFER’S MOP 
THAT SELLS FASTER 
BECAUSE IT’S BETTER! 
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1 WHOLESALE DISTRIBUTOR 
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West Coast Lumber 


Extra hard head of tough glass tape, 
triple stitched, insures long life. 


“Hot Stuff” voids (shown in cut away) 
pecially designed to pick up and 
hold more asphalt or pitch. 





Thousands of fine flexible 

yarns cut to special lengths 
for more uniform flow, 
complete delivery. 


Lumber Products 


ped in 


SPECIALIZING IN 


PONDEROSA PINE 


AND 


DOUGLAS FIR 


© LUMBER 
@ MILLWORK 
. ® MOULDINGS 
e SIDING 
e FLOORING 
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18 inch spread easily 
covers one-half square of 
roofing material, eliminates holidays. 


(left), 
0 indi- 
in one 
lumber 
yroken. 


Fast selling K. F. Applicators are preferred 
by roofers because they hold more “hot 
stuff,” deliver more uniform film, cover a 
wider area, and speed up roof jobs. 


hth of 
t from 
ites to 
sion. 


Plenty of repeat sales, excellent margin of 
profit. Priced right, top discount policy. Easy 
to stock, store. 


A 50° 


(¢0.J.Silbernagel 


GENERAL OFFICE 


8 S. Michigan Ave., Chicago 3, Ill. 
Telephone RAndolph 6-0540 


Nationally advertised the year ’round in 
the roofing industry’s leading trade journals. 


Get set now for a bigger share of mop sales. 
Investigate today! 


KIRBY INDUSTRIES 


1408 E. LAS TUNAS + SAN GABRIEL, CALIFORNIA 
716 N. ERIE STREET +» WHEELING, WEST VIRGINIA 
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Specialist in Interior Decoration 


Women to Texas Store 


Smart public relations effort 
by El Paso dealer pulls thou- 
sands of dollars in new busi- 
ness 


VERY DEALER REALIZES 

that women have become a 
more powerful purchasing factor in 
the last half dozen years. How 
best to encourage this feminine 
trade is a problem that has baffled 
many dealers. 

In El Paso, Tex., the Peterson 
Lumber Co. has solved this prob- 
lem with an interior decoration de- 
partment under Mrs. Virginia 
Winter. In the past year Mrs. 
Winter has spoken before 44 dif- 
ferent women’s organizations, a 
total audience by actual count of 
920 women—all but one group in 
the Peterson Lumber Company’s 
own store at 1630 Texas Street. 

Total sales resulting from these 
meetings have run into thousands 
of dollars. 

“TI believe I reach two additional 
customers for every woman who 
attends a meeting,’ says Mrs. 
Winter, relating examples of word- 
of-mouth advertising. The day 
following a recent meeting, four 
women returned to the store; one 
bought wallpaper, two bought 
cleaning fluid and the fourth, paint. 


HOW PLAN WORKS 

This is how the Peterson plan 
works. A survey is made of all 
the women’s organizations in the 
city. Each one receives a letter 
describing the services of the in- 
terior decoration department and 
soliciting the interest of the organ- 
ization in coming to the Peterson 
store for an informal talk on in- 
terior decoration. 

As an added inducement the or- 
ganization is offered 25c for each 
member registered at the meeting. 
This attendance record is not only 
the basis of payment but offers a 
file for good sales leads. The size 
of the women’s groups has varied 
from eight to 49. Mrs. Winter pre- 
fers a group numbering not more 
than 15, thereby allowing each 
woman to raise questions regard- 
ing her own decoration problems. 

Meetings are held from 9 a.m. 
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MANY WOMEN’S ORGANIZATIONS meet in the Peterson Lumber Co. store, El Paso, 
Tex., to get tips on interior decoration from Mrs. Winter, Peterson’s specialist in this 


field. 


to 4 p.m. in the store’s paint de- 
partment where portable chairs are 
set up. A _ nationally-advertised 
kitchen cabinet is in the back- 
ground and a complete miniature 
model kitchen is available for illus- 
trative purposes along with wall- 
paper sample books and drapes. 
The women are encouraged to 
interrupt Mrs. Winter’s talk with 


LISTENERS frequently become cus- 
tomers as this woman who is_ being 
shown a wallpaper sample by Mrs. Win- 
ter, left. 


questions of their own. Subjects 
covered by a typical lecture include 
paints and how to use them; how 
to refinish furniture; color chart- 
ing of the house; home repairs 
leading to interior decoration im- 
provement that may be made eco- 
nomically. 

Mrs. Winter has found that 
women want to improve the effec- 
tiveness of small windows at low 
cost and learn how they can break 
down their large shelves into small- 
er units. Frequently those women 
will return with measurements for 
a shelving job. 

Peterson Lumber Co. does not 
stock wallpaper but does maintain 
a wide variety of samples. Sample 
books are loaned for week-end 
periods. Samples of drapes are 
loaned from a furniture house 
which does not maintain an in- 
terior decorator on its staff. 

Mrs. Winter frequently is in- 
vited into a house to look over the 
possibilities for improvement, but 
the prospect is always brought to 
the store for an estimate. 

“T recommend nothing that I 
haven’t tried myself,” declares Mrs. 
Winter. 

One of the store’s best advertise 
ments is Mrs. Winter’s own desk 
which was a castoff until she re- 
finished it herself. Since then it 
has been one of the store’s best 
silent salesmen for varnish stain. 
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SECTIONAL OVERHEAD DOORS 


Sold Exclusively thru 
WHOLESALERS of BUILDING MATERIALS & WOODWORK 





JOBBERS 
MONARCH STYLE — 87 e 8'-0" x 7'-0" Silent cable lift operation 13%" or 134" Thickness Douglas Fir 

H 6 PANELS WIDE e 4 SECTIONS HIGH 
; Furnished Either All Sections Paneled or Top Open 15 STANDARD STOCK SIZES READY FOR SHIPMENT 
i ~ 
DISTRIBUTORS WANTED 
t 
F TERRITORIES OPEN IN MANY PARTS THE MONARCH DOOR IS A PACKAGED 
} OF THE COUNTRY ITEM — 
# — Write For Details — 
e This Fine New Overhead Door Will Be Sold Only Thru The doors = _—— are both manufac- 
i Wholesalers of Building Materials and Woodwork ured in the same plant 
Jobbers Exclusively. Doors predrilled for fitting hardware 
F OUTSTANDING FEATURES ABOUT MONARCH DOORS 
|) Tight fit against jambs Interlocking shiplap weatherproof joints Galvanite Rust Proof Track 
} Fifteen stock models available Cylinder Lock and Keys Silent Cable Lift 
Made of 138” or 134” Thickness Douglas Fir Easy Counter balanced Operation Ball Bearing Cable Sheaves 
Solid Steel Ball Bearing Rollers Immediate Shipment from stock Standard 34” Locking Bars Acros. woor 

Galvanized Multiple Strand Cable Multiple Fir Plywood Panels All Extra Heavy Hardware 
Heavy 12 Gauge 8” Hinges Doors and Hardware Guaranteed One Year 


THE MONARCH DOOR, Folsom, Pa. 
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Trinity White is a true portland 
cement made from selected raw 
materials. It has all the excellent 
portland cement qualities of 
strength, endurance and work- 
ability. Use Trinity by itself for 
whiteness—with pigments for purer, 
truer color values. Use it in archi- 
tectural concrete units, terrazzo, 
stucco. Trinity White Portland 
Cement — plain or waterproofed. 
Trinity Division, General Portland 
Cement Co., 111 W. Monroe St., 
Chicago; Republic Bank Bldg., Dal- 
las; 816 W. 5th St., Los Angeles. 


TRINITY WHITE 
PORTLAND CEMENT 
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SLOGANS 
Help You 
Sell 


If you’re looking for a catchy 
phrase to describe your busi- 
ness, try one of these 25 
suggestions 


DO YOU have a slogan? 

Most dealers do. They say it 
helps customers remember their 
name, tells them what they stand 
for. 

Below are some slogan sugges- 
tions in actual use by dealers 
across the country. Perhaps you 
will find yours there, if you don’t 
already have one. 

1. The Home of Everything for 
Better Building 

2. First With the 
Everything for Building 

3. The Home of Homes 

4. A Service for Every Building 
Need 

5. The Home of Friendly Home 
Service 

6. A Single Stick or a Carload 

7. Everything a Builder Needs 

8. We Have It If Anyone Has 

9. We Serve to Sell Again 

10. Everything in Building Ma- 
terial 

11. Maybe Not the Cheapest 
but Always the Best 

12. Yours for Better Living 

13. Your Dollar Buys More 
Here 

14. 80 Years of Dependable 
Service 

15. Everything to Build Any- 
thing 

16. Where Quality 
Meet 

17. A Complete Building Serv- 
ice 

18 There’s a MATERIAL Dif- 
ference 

19. The Building Line — Is 
Where We Shine. 

20. Your Building Material 
Super Market 

21. Building 
quarters 

22. Complete Home Building 
Service 

23. A Dozen Boards or a Dozen 
Carloads 

24. Better Materials for Better 
Building 

25. The Home of the Home 
Builders 


Latest in 


and Price 


Industry Head- 
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Special custom job for Chicago dealer enables driver to dump 
light items stored in bed floor even when truck is heovily 


DUAL-PURPOSE 
TRUCK BODY 


loaded 


HE PROBLEM of combining 

heavy loads of building ma- 
terials with light stuff for neigh- 
borhood deliveries has been solved 
by John Bader Lumber Co., Chi- 
cago, with the low-slung special 
trailer shown here. 

Plans for this unusual job were 
drawn up by Ray Bader. A Chi- 
cago concern fabricated the trailer 
to his specifications. 

Outstanding features are the 
two complete individual axles in- 
stead of dual wheels in the rear, 
saving 14 to 16 inches; overall 
length of the trailer, 22 feet—21 
feet inside the bed; 21 inches road 
clearance compared with the nor- 
mal 54; inside maximum width of 
the bed is seven feet, six inches— 





five feet six inches over the wheels, 
Smaller items are placed in this 
narrower body area between the 
wheels when early delivery of 
these items is called for with a big 
load. This easy access feature is 
important, says Ray Bader. 


This special body will handle ap- 
proximately 40 percent more ma- 
terial than a standard truck. The 
sides go up five and a half feet in- 
side the bed. Since the body is so 
close to the ground, there is small 
likelihood of breakage as a lumber 
load slides off aided by the bed 
rollers. 


pounds empty, is hauled by a Ford 
V-7 tractor. 





TRAILER is 22 feet long, has two complete sets of axles, no dual wheels. Road cleat 
ance of only 21 inches minimizes possibility of breakage when lumber loads are 


rolled off. 
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@ Extra-powered springs 
give “‘self-lifting’’ action. 


THE HOMEOWNER 


PAYS ONLY $A] 650 


FOR THIS AMAZING 
g-TOP’ 
“DOOR UNIT 


@ Steel weather-strip- 
ping seals out cold and 
elements — locates hard- 
ware for quick, easy in- 


WEATHER-LOK UNITS 
~------> CUT COSTS 


FOR YOU—YOUR CUSTOMER 


@ Rigid lifting arms made 
of heavy gauge steel give 
safe, sure support. 


stallation. 


@ Ball-bearing wheels 
provide quiet running, 
effortless operation. 





Here’s building history in the making! $46.50 is the 
retail price of the newest ‘“‘Over-the-Top” Door Unit by 
Frantz. NOW — you can feature an over-head door that 
is within the reach of every budget minded home owner. 
Frantz is literally bringing thousands of mew customers 
to you. 

The low-priced No. 77 Unit is made to fit openings 8’ 
wide by 6’8” high. The 24-plywood-panel door is sub- 
stantially built. Has 11%” stiles and rails... is fully water- 
repellent and toxic treated to resist rot. It’s pre-fitted 
and pre-bored for quick, easy installation. 

The completely new No. 77 embodies many of the estab- 
lished and popular features of Frantz ‘“‘Over-the-Top” 
Door Equipment. Write today for complete information 


avd dealer prices. 


FRANTZ 


GUARANTEED BUILDERS HARDWARE 





FRANZ MANUFACTURING CO., STERLING, ILLINOIS 
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The Dixon Weather-Lok Window Unit is instantly, 
easily installed—eliminates on-the-job time loss—is 
adaptable to frame, veneer, or solid masonry con- 
struction with minimum change. 


NOTE THESE FEATURES 
of the DIXON WEATHER-LOK UNIT 
. . . Made of kiln-dried Ponderosa pine. 


. . . Completely weatherstripped. Extra-wide blind 
stop and spiral balances. Toxic treated for long life. 


. . . Adapted to frame, veneer, or solid masonry 
construction with minimum of change. 


. . . High in quality, low in cost, because all opera- 
tions from forest to you controlled by just one ex- 
perienced mill and manufacturing company. 


Manufactured by Western Pine Mfg. Co. of 


THE DIXON INDUSTRIES 


SPONRANE 
HAL R.DIXON GRANT DIXON, JR. C.E.BARTLETT 


PRESIDENT VICE-PRESIDENT SEC'Y. “TREAS. 


For Full Information Wire or Write 


JOHN H. MEARS, Inc. 
Baltimore 30, Maryland 


ELLIS GLAZING. CO. 
Henryetta, Oklahoma 


EXCHANGE LUMBER & MFG. CO. 
Spokane, Washington 
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“HOW ARE THINGS?" 


The answer to this oft-repeated 
question depends not so much on 
“things” themselves, but the mental 
attitude of the person called on to 
answer the question. The time again 
has come to pass when you can make 
the same inquiry from a dozen differ- 
ent people and get as many different 
answers. Sad to relate the majority 
of the replies will be tinged with pes- 
simism not warranted by the current 
situation. In other words, we are get- 
ting into an exceedingly bad state of 
mind. All it takes to whip up a de- 
pression is to have enough business- 
men peering cautiously around the 
corner as they unhappily anticipate 
its arrival. That will bring it sooner 
or later. ' 

* *« “© 


Too many are confusing “com- 
petition” with “depression.” 


SAD STORY? 


Last January we discussed 1948 re- 
sults with a lumber dealer who said: 
“When I look at the figures I can 
hardly believe my eyes. It was the 
biggest year in the history of our 
company ... largest volume, largest 
net, largest everything! Never ex- 
pected to see anything like it. Never 
expect to see it again.” A few days 
ago when we talked with the same 
dealer he was pretty much down in 
the dumps. 

“Things don’t look any too good,” 
he reported. “We’re going slow.” 

Further questioning brought out 
the fact that dollar volume was down 
less than 10 percent from the same 
period last year. Also, that this drop 
in sales (on a dollar basis) was not 
as much as the decline in the whole- 
sale prices he was paying for ma- 
terials. In other words, his volume of 
unit sales was as good or better than 
a year ago based on unit sales! 


* * * 


“YOU CAN'T HAVE YOUR CAKE 
AND EAT IT TOO" 


Less than 12 months ago we heard 
this statement made emphatically by 
a lumber dealer who insisted he was 
sick and tired “licking somebody’s 
feet trying to buy something he could 
sell.” 

“All I want is the time to come 
again when I can buy what I want, 
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the way I want it and have it shipped 
when I want it,” he said. 

Within 10 months he was able to 
do exactly that. Trouble is that every- 
body else was able to do the same 
thing, including a newcomer yard that 
has lumber piled up for a block or 
more along the highway on the edge 
of town. What the dealer overlooked, 
in hoping for “plenty of everything,” 
was that the easier it is for him to 
buy the harder it is for him to sell at 
a profit. Plenty of everything means 
plenty of competition. 


* * * 


It’s easy to sell when goods are 
searce. It’s hell to sell (at a 
profit) when goods are plenti- 
ful. 


* oo * 


“GETTING EVEN" ISN'T THE 
ANSWER! 


An irrepressible desire to even 
things up with suppliers for what 
they were unable to do during the 
war usually results in merely trading 
suppliers with someone else. While 
the shift is taking place new types of 
retail competitors are busily engaged 
in inducing the ultimate consumer to 
do some shifting too! 


* a * 


"DOG EAT DOG" COMPETITION 
IS BACK 


In a certain metropolitan area it 
now is possible to buy lumber at $10 
per thousand less than the going 
wholesale price of leading manufac- 
turers and have it delivered 25 miles 
or more. 

“How can you make money at such 
prices?” one of the large, prewar 
dealers was asked. 

“We can’t and we don’t expect to 
do so,” was his frank reply. “If we 
break even this year we'll be lucky. 
Chances are we’ll go in the red for 
rather a substantial amount. How- 
ever, we prepared for such a con- 
tingency by building up a reserve dur- 
ing the years when business was 
booming. We’re willing to meet the 
prices now being quoted by the many 
smaller yards that sprang up during 
the war . . hopeful owners who 
haven’t learned from bitter experi- 
ence, that you can’t sell lumber or 
anything else for less than it cost and 
remain solvent. They are making to- 
day’s prices. We are meeting them. 
We’ll survive because we have the 





by R.E.S, 


largest reserve to fall back on. They 
won’t. That’s our story!” 


* * * 


Price per thousand is not the 
answer to good service, and 
good service, very definitely, is 
essential to satisfactory profits. 


* * * 


ROAD TO SURVIVAL 


While the price-minded yard goes 
broke trying to undersell other price- 
minded yards, other yards are sell- 
ing “end uses.” There’s a big differ- 
ence. Ultimate consumers know lit- 
tle of the technicalities of pricing 
most building materials. But they 
do know what a garage is worth to 
them and the sale becomes relatively 
easy for the dealer who is in a posi- 
tion to price it complete on their lot 
at so much per month. The nearer 
you can come to selling what the 
customer is trying to buy, the less you 
have to worry about the price per 


thousand. 
ok ok ok 


Time to dust off your sales- 
manship. You'll be needing it 
in the long, hard grind that’s 
ahead. 


* * * 


YEAR OF DECISION 


There are more sawmills now in 
operation than at any time in the his- 
tory of the United States. The same 
thing is true of plywood plants and 
of the production facilities of prac- 
tically all building materials, includ- 
ing the many new products that have 
come into the picture in the past sev- 
eral years. This means over-produc- 
tion. The same situation prevails in 
connection with lumber yards and the 
many new outlets for building ma- 
terials that are now after the busi- 
ness. This means intensive competi- 
tion. 

Unfortunately, buying power can- 
not be built up in the same manner as 
production facilities or retail outlets. 
Even if it remains high (as is still 
the case) the vast increase in the 
number of new things to buy and the 
huge increase in the ability to produce 
them creates a selling problem of un- 
precedented proportions. All of which 
means that it is now time to decide 
whether to buck the tide of competi- 
tion with price or with intensive, in- 
telligent merchandising. 

There is only one SAFE, PROFIT- 
ABLE course to pursue. 
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Using only 25 gallons of fuel per day, these 
Allis-Chalmers E-563 and B-125 Power Units 
economically drive a sawmill that turns 
: out 10,000 b. f. of lumber daily for the 
1 T. D.& S. Lumber Co., Medford, Ore. 


-t0 0 , because they are mass produced 


along with engines by the thousands for 
tough tractor service. You benefit from 
these savings, as well as interchange- 
ability of parts and other advantages of 
mass production. 


You realize further savings through 
getting exactly the power you need. You 
can fill any power requirements economic- 
ally with the five sizes of A-C Power Units 
— 15 to 110 b. hp. They can be used singly 
or two or more together. 





«0 a —A-C Power Units run inexpensive- 
ly on gasoline, low-grade fuel, natural gas 
or butane. Their “tractor service ’stamina 
keeps them on the job during critical 
work periods — avoids loss of valuable 
time due to shut-downs. Service facilities 
are nation wide. 

Get all the facts on how rugged, high- 
torque A-C Engines can give you the de- 
pendable, low-cost power you need. Write 
direct or see your Allis-Chalmers dealer. 


(flLLIS: CHALMERS | 


RACTOR DIVISION > nn 1, U.S.A. 
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Webster has 


word for it... 


SOUND: Free from flaw, 
defect or decay; perfect 
of the kind; firm; strong; 
trustworthy. 


S..... buyers apply the definition not only 
to a product, but to the manufacturer as well. 

Out here in the Pacific Northwest, at Asso- 
ciated Plywood Mills offices and plants, we put 
the “sound” yardstick to, the test all along the 
line from logs in ponds to finished plywood in 
warehouses. It has been so for 28 years. That is 
why APMI plywood is bought with confidence 
and why stocks are quickly available in 14 loca- 
tions from coast to coast. 

We invite your inquiry at our general office or 


at any of the addresses given below. 





ASSOCIATED 


PLYWOOD MILLS, INC. 


GENERAL OFFICE —EUGENE, OREGON 
MILLS: Eugene, Oregon, and Willamina, Oregon 


BRANCH SALES WAREHOUSES: Eugene and Willamina, Oregon; 925 
Toland St., San Francisco 24, Calif.; 4814 Bengal St., Dallas 9, Tex.; 
4268 Utah St., St. Louis 16, Mo. 


SALES WAREHOUSES: Bessonette & Eckstrom, 2719 S. Compton, Los 
Angeles 11, Calif.; Pacific Mutual Door Co., 626 Tacoma Bldg. (Home 
Office), Tacoma, Wn.; 1407 Fleet St., Baltimore 31, Md.; 2141 Throop St., 
Chicago 8, IIl.; 516 South Ave., Garwood, N. J.; Adams and Shawnee Sts., 
Kansas City; 2235 Territorial Road., St. Paul 4, Minn, 
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EFFECTIVE DISPLAY 


Lattice type shelving puts 
specialty items out front 


THIS DISPLAY SHELF as de- 
signed and built by Markel Inc., 
building materials dealer of New 
Orleans, La., gets samples of spe- 
cialty and standard items out in the 
open where they are easy to see. 
It’s a natural reaction to look over 
the rack to see what products are 


A SIMPLE, STREAMLINED display 
built by Markel Inc. building materials 
store at New Orleans, La. It can be 
adopted by any dealer to push specialty 
items. 


featured. Display faces sidewalk. 
It is visible from outside and easy 
to inspect inside. 

Other advantages: it takes a 
minimum of space; blocks off a 
minimum of light. It is easy to 
keep neat, and inexpensive to build. 
Besides that it is modern and at- 
tractive looking. 


TELEPHONE GADGET 


Time and effort saved by 
swinging telephone stand 


HERE IS A swinging telephone 
stand eight inches off the desk, 
which an employe of O’Malley’s 
branch yard in Sunnyslope, Ariz. 
devised. The arrangement, as you 
see, enables men at adjoining desks 
to use the same phone without get- 
ting out of their chairs or disturb- 
ing the papers on their desks. 

The telephone base sets into a 
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EARL COX, supervisor of O’Malley’s 
branch yards, swings telephone over to 
G. E. Stewart, employed at the Sunny- 
slope branch. 


wooden box which is bolted into an 
arm of ordinary water pipe. This 
cross piece is connected to a piece 
of pipe set vertically by 4%” T on 
32” nipple. 

The receiver sets into a couple 
of hooks on the end of the box. 
Just give the arm a push and the 
man across the way is ready to talk 
with a minimum of lost time and 
bother. 


FENCE CART 


Placing fencing on wheels 
makes it easier to display 


ONE OF THE PROBLEMS of 
a good fencing display, is how to 
get it out where it is easily seen 
and still be able to get it under 
cover rapidly when necessary. 

Don Blair Lumber Co., Stockton, 


CART saves time, helps sell fencing. 





Will your business top las? 
year’s volume? See the results 
of AL&BPM's Survey of Dealers’ 
Selling Practices in the next issue, 
June 18, and read what other 
dealers think. 





Calif., solved this problem by build- 
ing an extended pallet and placing 
it on a small four-wheel truck. One 
employe wheels the display out be- 
side the store in the morning and 
back into the yard at night. 

Off the ground, the fencing at- 
tracts more attention than other- 
wise. 


ACTIVE DISPLAY 


Store entrance is good silent 
salesman for colonial hardware 


USING MATERIALS they sell 
in the construction of their own 
store is always sound merchandis- 
ing practice. 


Everyone who passes through 
the entrance to Lumber, Inc., the 
neat store managed by Fred Mus- 
ser, Phoenix, Ariz., can’t help but 








HARDWARE in daily use sells itself. 


notice the attractive colonial hard- 
ware used on the knotty pine door. 


The same style fixtures are used 
inside the store on cabinets, etc., 
enhancing the neat appearance of 
the 30x40 display room, also pan- 
eled in knotty pine. 
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That’s the Bird Master-Bilt story. They’re 
proud shingles with a fine name behind them, 
a name famous since 1795 for quality. The 
narrow cut-outs, tough mineral surfacing 
and thick butt construction give Master-Bilts 
the extra touch of beauty, the extra quality 
that pays in the long run. Another thing... 
you'll find a complete line of colors and 
blendes in Master-Bilts . . . more variety (and more 
sales appeal) than in any other roofing material. 






Stock Bird Master-Bilt® Shingles... you can 
depend on’em. Write us today for details about 
Master-Bilt and Master-Bilt Weather-Tex designs. 


PAPE. 


Bird & Son, inc., 63 High St., East Walpole, Mass. 


3 Bird Plastic Cements ... they stick and 
Port te they last . .. more in the long line of Bird 
products that help you to easier sales, 

better jobs .. . and steadier profits. 


Youve proud of your business,and your customers 
take pride in their homes...that’s why pride pays off! Bi RD ) Mabitr. Why Su | NGLES 


Roofs, for example. Carry the sale beyond the 
counter... the real payoff comes when the roof East Walpole, Mass. 
stays sold, when it’s as rugged and handsome to- New York 
morrow as it is the day it’s applied. 
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BIRD 


& SON inc 






Chicago 
Shreveport, La. 





A “BEST SELLER” 


with a Big, Established Demand 


® Exclusive side-arm locking detail . . . Finger-touch Opening . . . Automatic Locking 
... These and other modernized features place the Gabriel Basement Window in a 
class by itself . . . Traditional high quality and excellent construction add superiority 
... Top or bottom opening gives any desired amount of ventilation ... Available 
in popular 2-light sash of modular di ion... Concentrate on Gabriel Basement 
Windows for more profits . . . Builders know their advantages . . . Home owners 
prefer them. SOLD THROUGH DEALERS ONLY. 


Write for catalog A showing complete line of home-building specialties. L 
Not'onal Sales Representatives: HARRIS, Inc., 145 North High St., Columbus 15, Ohio 


NS Ee ee ee ee oe ee 
/3700 Sherwood, Detroit /2, Mich. 
















j ROLLED STEEL : 


PRODUCTS 





Bui.pinc Propucts MERCHANDISER 


TRAFFIC—both motorists and pedestrians are attracted by sizeable signs, open front windows, 


Keeping Ahead of Competition 


Oregon retailer boosts sales 32 percent by adding appliance, hardware departments 


T° BE SUCCESSFUL in the highly competitive 
building materials field, the retail merchant can 
not stand still. He must constantly be alert to new 
methods of merchandising well-known products and 
opportunities presented by new sales items. 

That is the belief of F. G. Mauser, president, 
Mauser Lumber Co., The Dalles, Ore., who closed out 
his Builders Supply Co. at the start of the war and in 
1945 opened his present business with a retail lumber 
warehouse. Since that time Mauser Lumber Co. has: 

1) Moved into a new modern building materials 
store. 


2) Added a complete hardware and major appliance 
department with a full-time outside salesman pri- 
marily to cover rural areas. The addition of these two 
departments, says Mr. Mauser, is responsible for last 
year’s 32 percent increase in gross sales over the pre- 
vious year. 

3) Made plans for a 60x80 display room on the 
second floor. This room will reveal various steps in 
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APPLIANCE DEPARTMENT added within the last two years 
has helped boost overall sales 32 percent. 
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WALL AND ISLAND DISPLAYS are arranged for the purpose 
of encouraging impulse merchandising. Note the display of 
builders tools at eye level and the wide variety of home plan- 
ning aids (foreground) made available at nominal prices. 


finishing a room: application of various paints and 
enamels, dry wall construction, etc. 


Since the new building is located a mile from the . 


town’s main highway, it was planned with the idea of 
attracting both pedestrian and automobile traffic. Con- 
sequently, the new building is identified by large signs 
on both sides of the building facing the intersecting 
streets. Display windows open the entire store in- 
terior to pedestrian traffic. The counter where all 
sales are closed is located behind the display area, 
thus encouraging impulse buying. 

Appliances have proved a profitable department. 
Additional volume in this department is secured by 
an outside salesman who also sells heating equipment 
and specialty items. 

Mr. Mauser’s two sons are also his business associ- 
ates. Vance Mauser is in charge of the building mate- 
rials department while his brother, Kent, heads the 
appliance and heating equipment section. 
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PONDEROSA PINE 


: 
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4x8 PANELS ~ 


V4", V2" & ¥4" THICKNESSES 
gg Can Also Load in 4" x 4" PANELS 


California Ponderosa Pine PLYWOOD . 


: favorite for all interior purposes .. . easily 





; worked, mellow-textured . . . takes any finish 

g beautifully. 

> TF ~The WESTERN PINES have long been in de- 

q mand for fine cabinet making . . . CALIFOR- 
Is 4 VY; NIA PINE PLYWOOD adds the warmth of the 


WESTERN PINES in panels and built-ins — 

? 4' x 8' for ceiling height, 4° x 4° for small 
cupboards, cupboard doors, base cabinets, 
above and below windows, etc. 


} = Full cars of PLYWOOD — in standard sizes, 
7 : if thicknesses, grades . . . at competitive prices 


— . or mixed with PINE cut stock, mouldings 
and doors. 

ipa Our 8 well equipped mills and vast scientifi- 

é 


cally-managed stands of timber on the high 
Sierra, are assurance of continuity of depend- 


able quality. 


We shall be pleased to receive your speci- 
fications for Plywood, cut stock, mouldings, 
doors and lumber items in Ponderosa Pine, 
Douglas Fir, White Fir and Incense Cedar. 
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COMBINATION—METAL WEATHERSTRIP-SASH BALANCE 
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YY Bigger Profits 
y’ ber window unit! 


Increase your profits on every window you sell. In- 
corporate DURA-SEAL Combination Metal Weather- 
strip—Sash Balance into them! It provides complete 
weather protection plus free, easy window operation. 
Millions of DURA-SEAL units in use throughout the 
country—proof of builders’ and architects’ acceptance. 


YY. * Duaescal 


Can be quickly and easily 
LOWER installed . . . four balaneers 
SASH to each window ... used 
with a stock plank frame and 
stock sash . . . entire jamb 

covered with metal. 


Lumber Dealers! See Your 
Sash and Door Jobber, or 





SY Millwork Manufacturer. 
UPPER Sash and Door Jobbers, 
SASH Millwork Manufacturers— 


Send coupon below! 


SN GET FULL FACTS ON 


WEATHERSTRIP FOR HEAD, THE COMBINATION 
SILL A ; R 











ND ME 
TELY WEATHER- | FOR PROFITS 
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WRITE TODAY! 





ZEGERS INCORPORATED 
8088 South Chicago Ave., Chicago 17, Ill. 





Send DURA-SEAL Folder. 
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Here’s a Public Relations 


Program That's Different 


} 
High school students compete for free sightseeing trips to 
Washington, D. C. by writing essays on “Home Ownership 
Under the American Incentive System.” Contest originated 
by Norm Mason, former NRLDA president, does an important 
job for the industry os 


NORMAN P. MASON, who originated 


essay contest program. 


OST ADULTS have already 

made up their minds about the 

benefits of free enterprise. Chil- 
dren haven’t. 

That was why Norm Mason, for- 
mer president of the National Re- 
tail Lumber Dealers Association, 
decided that school children should 
know why the American system of 
free enterprise is the best one. He 


sold his idea for an essay contest: 


to the school officials in four of the 
eastern Massachusetts towns in 
which his concern, Wm. P. Proctor 
Co., has yards. The essay subject 
was “Home Ownership Under the 
American Incentive System.” 

Full written instructions covering 
the contest were made available to 
the junior and senior high school 
English classes at special school 
assemblies for that purpose. Norm 
was permitted to address these as- 
semblies and explain the contest. 
The contest was made a regular 
school project, the papers marked 
by the teachers and later turned 
over to Arthur A. Hood, editor of 
AMERICAN LUMBERMAN, who acted 
as contest judge. 

Following the judging, Norm at- 
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tended student body assemblies at 
each of the schools when the win- 
ners were announced and _intro- 
duced. Then his company arranged 
dinner parties for the winners and 
their parents, school officials and 
teachers who had cooperated in 
sponsoring the contest. Wm. P. 
Proctor Co. sales personnel and 
their wives also attended. The itin- 
erary of the winners’ trip to Wash- 
ington, D. C. was explained and the 
school officials made brief speeches 
of congratulation. The dinner meet- 
ing gave the eight contest winners 
an opportunity to get acquainted 
with each other and the parents 


better acquainted with the Wm. P. 
Proctor Co. personnel. 

Trip arrangements included a 
flight from Boston to Washington; 
luncheon in Washington as the 
guest of a Congressman and ‘two 
days of sightseeing and return trip 

ome by train. The party was chap- 
eroned by Mrs. Leo McGlinchey, an 
employe of Wm. P. Proctor Co, 
Transportation was furnished to 
the airport by the company and 
parents were invited to the airport 
to see their children off. The chil- 
dren were taken from the train to 
their homes by private car upon 
their return. 

Rules of the essay contest were 
simple. No limit was set on the 
number of words. Judging was on 
the basis of subject matter, com- 
position and neatness with the 
greatest emphasis on subject mat- 
ter and presentation. Limited 
source material included Life Maga- 
zine’s “Round Table on Housing,” 
(January 31, 1949) and the article, 
“No Vacancies,” in the February 
issue of Reader’s Digest. 

Special honorable mention certifi- 
cates will be awarded 60-odd con- 
testants. Over 600 students par- 
ticipated in the essay contest. 

The high quality of the entries 
is indicated by one girls’ essay re- 
printed below. 


Home Ownership Under the American Incentive System 


WHAT ARE THE REAL difficul- 
ties behind our present housing prob- 
lems? This issue is so tremendous 
as to hold the future of America, as 
a free enterprising nation, in the bal- 
ance. Everyone desires a home of 
his own, and in a nation such as 
ours, based on free economy, this is 
not an idle dream for the majority 
of the people. The question is whether 
you'll fight for what is rightfully 
yours, or will you stand by and let 
Washington deal out to you one of 
its fine, modern apartments, that is 
if you’re of the more fortunate people. 


Let me give you a clearer picture 
of the problem facing you. The gov- 
ernment has planned a grand-scale 
“clean-up” campaign for the so- 
called slum areas in many of our 
large cities. It is estimated that there 
are now 11,000,000 people living in 
these “blighted” areas with incomes 
presumably too low to afford a more 
suitable dwelling. The plan includes 
the building of enough units to house 
500,000 of these people. While these 
low income, tax exempt citizens are 
pulled out of the fire, the other 10,- 
500,000 are burdened with a new tax 
in order to make this gigantic project 
possible. The old adage of “robbing 


Peter to pay Paul” could be applied 
effectively here. 


However, we will not dwell too 
long on the possibility of low income 
groups not getting into these gov- 
ernment housing projects nor will we 
consider the fact that organized units, 
such as these could be used as head- 
quarters for collective votes. Would 
the possibility of a low rent and an 
ideal apartment change a man’s mind 
politically? The government won't 
stop at this $7,000,000,000 gift to the 
poor. Already master planning is 
getting under way on a full time 
basis. The blueprints are being drawn 
up for the ideal city of the future. 


How would you like to live in the 
midst of a big city, in a large airy 
apartment overlooking a_ beautiful, 
spotless green lawn? Imagine living 





Compare your operation with 
other dealers across the country. 
Read the results of AL&BPM's 
"Survey of Dealers’ Selling Prac- 
tices" in our next issue, June 1/8. 
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says big Eastern Building Material Man 








itries 
yre § “I do not recall any other item we have ever introduced 
q that has caught on as quickly as the Gate City Awning ie od cr GS 
q Window,” says Daniel S. Wood, Jr., General Manager iY ie tae 
a of Wood, Wood & Wood, Inc., Farmingdale, L.I.,N.Y. The way a well-tallesed oult Its your Seure. so 
And no wonder! There is no other type of window Rosboro Lumber Service fits your yard buying 
that offers so much. Big users include schools, churches, requirements. Because the Rosboro mill was 
pplied hospitals, apartment houses, housing developments, planned, built and equipped to cater to dealers, 
hotels, manufacturing plants, etc. One installation sells Rosboro specializes in retailer shipments. 
i too another. Ideal for homes and porch enclosures, too. Name it in regular Douglas Fir and West Coast 
ee ts Hemlock yard and shed items—and Rosboro can 
for Write today for our attractive proposition and schedule load it out to you promptly, efficiently in mixed 
ol : of discounts, Gate City Sash & Door Co., Dept. AL-6, or straight cars—mouldings, casing, base, finish, 
nce Fort Lauderdale, Florida. ceiling, siding, flooring, porch stepping, dimen- 
Would §& sion, boards, D & M. shiplap, plank, small tim- 
nd an §& bers, timbers. si 
j mind TIP Rome et ee ee Finest manufacture. Scientific kiln drying. 
ay E Graded in accordance with West Coast Bureau 
“a tt © QUICK FACTS ABOUT of Lumber Grades and Standards. 
time GATE CITY AWNING WINDOWS Order. a tailor-made car of Rosboro’s finest 
drawn = 


© 100% ventilation—scientifically controlled. 


’ ° quality. 
ure. 3 ° e Won't squeak, stick, rattle, or flutter. 
aS 






® Cools off stuffy rooms in hot weather. 


in the e Safe! All sash washed from floor! 


e airy 





® Screens and storm sash installed indoors. 
wutiful, - ' ® Trouble-free worm and gear crank! 
living & ® Tilted sash deflect rain. 
s © One size fills 75% of your orders, 
| ® Proved by 8 years of service! 
o | -_27-. Gate Cit West Coast Hemlock 
stry. eeeee ¥y. e 8 6 


me awnine winpows | PURSUMM aR eT 


‘port Sales Representative, Frazar & Company, 50 Church Street. New York 7, WLY.,U.S.A. | J d°di [el di3 6) mr @) lacie). 


TTT Cable address: Frazar, N.Y. Agents in principal citles throughout the world. 
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DO YOU KNOW 
all the ANSWERS 


to the Questions Your Custom- 
ers Ask You About the Mate- 
rials You Sell? 


Take this 2 minute quiz and 
see! 





1. How much c¢ t is needed for 
100 square feet of concrete 4 
inches thick, 1: 154: 2 mix? 


CO «6 Sacks 
C1) 10 Sacks 
(— 14 Sacks 


For correct answer see page 450 of your 
1949 Dealer PRODUCTS FILE. 


2. What is an Astragal? 


A unit of measurement for millwork 
(1) A woodworking tool 
0] A moulding 


For the correct answer see page 170 of 
your 1949 Dealer PRODUCTS FILE. 


3. How do you prepare galvanized 
iron surfaces for painting? 


[7] Wash with soap and water 
(1 Scrub with a wire brush 
( Wash with acetic acid 
The correct answer will be found on 


paae 202 of your 1949 Dealer PRODUCTS 
FILE. 


4. What does “Burnished” mean, as 
applied to hardware finish? 


The metal is etched with acid 

It is buffed with a special compound 
Parts are tumbled in barrels containing 
special burnishing materials 


Page 224 of your 1949 Dealer PRODUCTS 
FILE will give you the answer. 


oOO0 


5. How many basic types of raw 
products are used in the manu- 
facture of insulating materials? 


1] Two 
[ Twenty 
C Fifty 


Correct answer is on page 358 of your 
1949 Dealer PRODUCTS FILE. 


Score yourself. All 5 answers correct 
—Superior. 4 answers correct—Excel- 
lent. 3 answers correct—Good. 


These and thousands of. other 
pertinent facts are included in 
your AL&BPM 1949 ” 

Dealer PRODUCTS FILE. 


USE IT EVERY DAY 


600 pages of product data 
to help you sell more 
materials. 
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TAKEOFF TIME for the eight high school students who won free sightseeing trips to 
Washington, D. C. with their prize-winning essays. Mrs. Leo McGlinchey, right fore- 
ground, a Wm. P. Proctor Co. employe, was group leader. 


in a community almost like the tiny 
New England village except of course, 
on a stupendous scale. The heavy 
traffic and the hubbub of the business 
districts would be a section apart 
from the communities. The facilities 
of a regular city with schools, de- 
partment stores, and even a theater 
would be enjoyed here. 

Each large city, in place of the 
detested slum areas would have a 
number of these communities. The 
safety of the public welfare would be 
insured. The social and political trends 
of these people would be well or- 
ganized. The plan almost seems in- 
credible. These super-blocks would 
not only house those 11,000,000 
people, before mentioned, but thou- 
sands more. These super-blocks would 
also house a political strength so 
tremendous as to inevitably crush 
what is termed as American democ- 
racy. 

FAILED IN EUROPE 


This is socialized housing. It has 
been tried with disastrous failure in 
many European countries. Such lead- 
ing powers as Great Britain and Ger- 
many tried it and failed. This plan 
was cut out for Communism. Ob- 
viously it ensures a flourishing busi- 
ness for our Federal Government, 
but the Constitution never implied 
that the government should be 
launched on a housing career. 

Propaganda experts state that pri- 
vate businesses have failed to meet 
the demand of the people. The fear 
of insecurity has led financiers to 
turn to the government. Would you 
have. the government control a 
monopoly in the housing field? This 
is not the American way. If there 
are difficulties, the only solution is 
in a laissez-faire policy. There are 
many reliable business concerns that 
can do the job, almost completely, in 
about five years. Whether they do 
it or not depends upon the American 
public. If there is a feeling of in- 
security concerning private enterprise, 


as to their ability to do the job, this 
feeling has been falsely planted for 
obvious reasons. 


A free economy is the only solution 
to the housing problem, for only the 
free are creative, productive, and co- 
operative. Therefore, if you want to 
build your own home, then go ahead 
and do it. You’re not only building 
a home, you’re building a lasting 
future. 





WATCH for 


IMPORTANT 
ANNOUNCEMENT 


to run in our 


JUNE 18 ISSUE 


| about 


AL&BPM's 


Industry Service 


FALL and WINTER 
MERCHANDISING 
PROGRAM 


of interest to every 


DEALER, 
WHOLESALER 
and MANUFACTURER 
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NEW LOW PRICES 


for Dependable Quality Birch Lumber, Birch Plywood 


BIRCH LUMBER—carload shipments 
4/4 No. | Com. & Btr. F.O.B. mill, duty paid, $100 per M' b.m. 


All Birch lumber carries National Hardwood Lumber Assn. certificate of grade and tally. 


BIRCH PLYWOOD— in carlots 


| /4"—48"x96" grade A-3, F.O.B. mill, duty paid, $180 per M sq. ft. 
| /4""—48"x84" grade A-3, F.O.B. mill, duty paid, $162 per M sq. ft. 
| /4""—48"x96" grade 2-3, F.O.B. mill, duty paid, $155 per M sq. ft. 
| /4""—48"x84" grade 2-3, F.O.B. mill, duty paid, $137 per M sq. ft. 


All Birch plywood phenolic glued—Meets Standard CS 35-47 Bureau of Standards Specifications 
Proportionately low prices for other thicknesses — Write for quotations. 


List of wholesalers with addresses and phone numbers will appear in our page in the next issue. 


W. R. BRAUND CO. 


Suite 214, Dept. CB, Wabeek Bidg., BIRMINGHAM, MICHIGAN 
Phone 5022 © TWX Birmingham, Michigan 500 


U.S. Mill Representatives for BELLERIVE VENEER & PLYWOODS, LTD. (HERCULITE BRAND) 











PACK RIVER SALES COMPANY 


Distributors of Kiln Dried 


Idaho White Pine — Ponderosa Pine 
Engelmann Spruce — Inland Red Cedar 
Fir and Larch 


x *k * 


Factory at Northwest Timber Company producing Mouldings, 
Frames, Cut Stock and Cut-to-length Trims 


xk t 


Sales Agents for 


*Pack River Lumber Company, Sandpoint, Idaho Sales Office: 





*Northwest Timber Company, Gibbs, Idaho ais eng (rg 
“Thompson Falls Lumber Company, Thompson Falls, Mont. Spokane, Wash. See 


*% Member Western Pine Association 


Daily Production 190,000 Feet Kiln Dried Lumber 
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Don Montgomery Passes Away 


Popular Wisconsin secretary and former Snark of the Universe 


succumbs after long illness 


DONALD S. MONTGOMERY, 
better known as “Don” to the thou- 
sands of retail lumbermen- who 
knew him as Snark of the Universe 
and secretary of the Wisconsin 
Retail Lumbermen’s Association 
for the past 32 years, died at his 
home in Milwaukee, May 19. He 
was 62 years old. 

Although Don had been ill for 
more than a year, he insisted on 
carrying on his duties until he 
collapsed while supervising the 
association’s° 30-day short course 
at the University of Wisconsin in 
Madison on Mar. 28. 

Don’s popularity among lumber- 
men extended far beyond the bor- 
ders of his own state. As Snark 
of the Universe (Hoo-Hoo No. 
30285), Don made friends with 
thousands of lumbermen through- 
out the country. 

Don was born in Wausau, Wis. 
and was graduated from Carroll 
College, Waukesha, Wis. in 1908. 
He had served as a member of the 
board of trustees of the college for 
12 years. 

. After four years in the lumber 
mills of Wisconsin and Minnesota, 
Don became associated with the 
Virginia and Rainy Lake Lumber 
Co. In 1917 he came to Milwaukee 
where he became secretary of the 
Wisconsin Retail Lumbermen’s 
Association and the Retail Lumber- 
men’s Mutual Insurance Co. He 
was one of the founders of the 
Milwaukee Home Show and a mem- 
ber of the Milwaukee Board of 
Realtors. As a life member of the 
Tripoli Shrine, the Kiwanis and 
Rotary Clubs, he was extremely 
active in fraternal and civic affairs. 


92 


The following tribute was writ- 
ten 23 years ago by Ralph E. 
Nuzum, president of the Wisconsin 
Retail Lumbermen’s Association 
this year. This is the way Don’s 
thousands of friends will always 
remember him. 


OUR DON 


Who is the guy that’s big and bald, 

That Badger lumbermen want called 

When business gets a trifle stalled? 
It’s Don 


Who is this smiling diplomat 

With so much stuff beneath his hat 

And happy as the Great Black Cat? 
It’s Don 


Who is this wizard up to date, 

Who makes us all forget our hate, 

And smile . .. and then co-operate? 
It’s Don 


Who is our walking lexicon; 

Our secretarial paragon; 

The truest friend the sun shines on? 
Our Don! 


NRLDA DIRECTORS VOTE 
TO EXPAND PUBLIC 
RELATIONS—EDUCATION 


State group secretaries mee at 
same time—push thirty-day work 


PLANS for expanded programs 
in the field of education and public 
relations were outlined at the 
spring meeting of the board of 
directors of the National Retail 
Lumber Dealers Association in 
Washington, D. C., May 7-12. Sec- 
retaries of the federated associa- 
tions, Harris Mitchell, chairman, 
met at the same time. 


The demand for more efficient 
and intelligent selling personnel 
has given the 30-day short courses 
a boost, Bill Bell, chairman of the 
education committee, reported. 
Hoo-Hoo, which has organized an 
education committee, is doing good 
work in this field. 


Mr. Bell said that 24 classes were 
‘reld in 16 colleges with more than 
1,000 students enrolled. Principal 
emphasis thus far has been on 
commodities sold. This training 
will be continued and supplemented 
by training in the principles and 
practices of salesmanship. 

Phil Creedon, chairman of the 
public relations committee, urged 
local dealers to allow their names 
to be used in connection with home 
building plans and other local pub- 
licity. He said small radio stations 
can be used to advantage since 
their rates are usually reasonable 
and get good audience reception. 


Increased on-farm storage facil- 
ities for grain offers a merchan- 
dising opportunity for dealers, 
according to Edward Libbey, 
NRLDA counsel, whose statements 
were indorsed by Glen Newton, 
Nevada, Ia. dealer. Legislation now 
being written would permit the 
CCC to pay farmers 10 cents per 
bushel, possibly more, to carry 
grain, at least corn, that is already 
sealed through another storage 
season. A reported amendment 
would allow a farmer to estimate 
his yield of grain and to borrow 
17144 cents a bushel on that esti- 
mate for the purpose of building 
on-farm storage. 

James Mack, chairman of the 
Committee on Materials Handling, 
announced that a booklet covering 
all types of mechanical equip- 
ment—fork lifts, straddle trucks, 
steel strapping, gravity conveyors, 
cranes, etc.—will be published and 
sold to interested dealers at no 
cost to NRLDA. 


Changes in the by-laws elimi- 
nates directors elected from metro- 
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Hollawell Seed Co. Store, San Francisco. Architect: Raphael S. Soriano, Los Angeles. 
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“7 YOUR LUMBER STOCK 
the | 
vail @ Dealers! Smarten up your stocks with beautiful MFMA 


ames ff Floorings of Northern Hard Maple, Beech and Birch! a — 
home Ff This year, the demand is for advertised, accurately-graded } 
pub- MFMA Flooring. And it és available! GETTY No. 4703W 


me Tell your customers about beautiful Maple. They'll 











since ee 
aahie appreciate it. Tell them about Maple’s hardness, close- ; 
on. grain, long wearing qualities, comfort, ease of cleaning Getty offers fine modern casement window operators with 
cacil and of maintenance. Don’t forget Maple’s smoothress, its the exclusive Internal Gear construction, at a price within 
shan- cheerful color and its perfect harmony with modern furn- the most moderate budget for the small homes of today. 
alers, : ishings. Illustrated above is the Getty 4703W...combining the 
bbey, FF Explain that “‘Second Grade’’ and ‘‘Second and Better finest,. strongest design of casement operator in low modern 
nents ff Grade’’ Northern Hard Maple will save them money, and style, and a modest price. 
wton, be entirely satisfactory in school classrooms, gymnasiums, 
i now § shops, cafeterias, auditoriums. These grades will give life- a 
; oe time service, too, in industrial plants, bakeries, stores, 
cant offices, textile buildings, warehouses, housing projects Zz 
ready and residences. Remember, too, that ‘‘Third Grade’ 
ee ee GETTY MANUFACTURES all 3 types of oper- 
iment ; 2 ¥ que tor Gane a ett ators...Internal Gear and External Gear Angle 
imate mills, bedrooms and recreation rooms. ; ; : 
. a ; se Drive and Horizontal Gear (reversible). 
orrow Ff All MFMA Flooring grades are good grades, association- 
_estl- i pervised. GETTY OPERATORS ore ALL equipped with 
ilding E Vrite for new folder, ‘‘Finishing Northern Hard Maple Floor- heavy brass channel guides at no extra cost. 
i the MFMA Way,”’ and for helpful leaflets, ‘‘Where Second 

f the de Means Excellent” and ‘‘Use Third Grade+for Economy.” GETTY SPECIALIZES in the manufacture of 
dling, casement operators... your guarantee of quality. 
yer ing “APLE FLOORING MANUFACTURERS ASSOCIATION 
equlp- Room 384—46 Washington Boulevard ws 
rucks, OSHKOSH, WISCONSIN GETTY OPERATORS... Best in Any Case-Ment 
> al Write for Descriptive Literature 
at no oN, 

wa. [| FL oR wits yy@HE@” aro MapLE | H. S. GETTY & CO., INC. 

imi- 
herp . al BEECH AND E/KCH | 3348 N. 10th ST., PHILADELPHIA 40, PA. 
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Sounding Off 


politan associations, who have 
served as national directors on the 
board. 





AL&BPM SURVEY RESULTS 
IN THE NEXT ISSUE 


WATCH FOR your next issue 
of AL&BPM dated June 18. This 
issue will carry a complete report 
on the Coast-to-Coast "Survey of 
Dealers’ Selling Practices" made 
at 15 retail conventions the past 
four months. 


Check yourself against other 
dealers across the Nation on such 
important matters as sales items 
("What Do You Sell?"); package 
sales of home and remodeling jobs; 
installment selling and other 
phases of your operation. 

». Do you expect your sales for 
1949 will reach last year’s peak? 


See the next issue of AL&BPM and 
read what other dealers think. 





ARE YOU MISSING 
THIS CHANCE? 


A parking lot is valuable; 
advertise it for business 


If it pays banks and other Main 
Street establishments to spend 
thousands of dollars for adjoining 
property in order to provide drive- 
in service or parking space for 
their customers, it certainly is 
worth featuring in the lumber 
dealer’s advertising. Yet it is 
seldom mentioned. 

Mail-order houses and the big 
chains are moving to the suburbs 
and out on the highways in order 
to make it more convenient for 
their customers to get in and out 
of their places of business. The 
continued trend in this direction 
indicates they have found it pays. 

Lumber dealers too often take 
this valuable asset for granted. 
Even though it is something they 
have always provided, it still is 
worth playing up in every adver- 
tisement. Not to mention it is to 
imply it doesn’t exist. 

Incidentally, it will pay lumber 
dealers well to count such mer- 
chandising blessings one by one 
and to advertise them constantly. 
To remain silent while others shout 
of their virtues doesn’t add up to 
sound merchandising practice. 


from Mountain States Lumber Dealers 
Association 
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ARIZONA DEALERS SET CONVENTION ATTENDANCE RECORD 


Yj 


NEW OFFICERS of the Arizona Retail Lumber and Builders Supply Association, Inc. | 
elected at the annual convention at the Gadsden Hotel, Douglas, Ariz., May 6-8. S. A. | 
(Si) Douglas, Mulcahy Lumber Co., Tucson, (right, seated) succeeded Harold R. Britt, | 
Phoenix, as president. Also seated is one of the new vice-presidents, Louis Jennings, 
Jennings Lumber Co., Phoenix. Standing, left to right, Gus R. Michaels, association | 
secretary; Emron T. Wright, Valley Lumber Co., Phoenix, treasurer; James C. O’Malley, 
O’Malley Lumber Co., Phoenix, and W. D. Ketchersid, Arizona Mining Supply Corp., 


Prescott, vice-presidents. 


ARIZONA DEALERS set an 
attendance record at their annual 
convention held in Douglas, May 
6-8. 


This was the first year that the 
association has sponsored exhibits. 
An estimated 3,000 people saw 
these exhibits including dealers 
from Sonora, Mex. and southern 
New Mexico. 


Business sessions included talks 
by Gates Ferguson, advertising 
manager, The Celotex Corp., Chi- 
cago; wage and hour discussions 
led by Jerome M. Kelleher, Phoe- 


nix labor consultant; state and | 
federal legislation discussion led 
by James C. O’Malley, Phoenix 
dealer. 

Officers and guests were intro- 
duced at the annual banquet held 
in Senora, Mex. The convention 
closed with a golf tournament at 
the Douglas Country Club, second 
round competition in the annual 
lumbermen’s championship trophy. 

Mesa will be the site of next | 
year’s convention. The dealers | 
went on record to invite the Na- 
tional convention to Arizona in fj 
1951. 





COLLECTIONS 


Your capital in buyer's pocket 
means bigger investment for you 


In explaining its collection serv- 
ice, the Nebraska Lumber Mer- 
chants Association makes the fol- 
lowing observations about over due 
accounts: 

It requires a man-sized bank bal- 
ance to operate a retail lumber 
yard in these times. Too much of 
the average dealer’s working cap- 
ital is tied up in accounts receiv- 
able. When a sale has been charged 


“just that much of the working 


capital is frozen. The collecting 
of accounts should be equally as 
important as the making of sales 
and should receive a dealer’s con- 
stant attention. 

An outstanding equal-to, not- 


more-than 60 days sales is not out 
of line, but lurking among those ac- 
counts are several much older than | 
60 days. An analysis will show ac: | 
counts six months to over a year. 
These are the accounts’ which 
should be collected now. The longer | 
they remain on the ledger the less 
are the chances of collecting them. 


from Nebraska Lumber Merchants As- 
sociation 





New Address 


NORTHEASTERN Retail! 
Lumbermen’s Association has 
moved from 82 St. Paul Street 
to 339 East Ave., Rochester 
4, N. Y. The telephone num- 
ber is Hamilton 4510. 





—— 
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-.\.UMINUM WINDOWS 


Performance that will match the most expen- 
sive metal windows. 


Expert metal window engineering and the finest 
production equipment, enable us to produce 
these fine aluminum windows, actually at a 
lower cost than ordinary windows. 


Ss. THORN COMPANY 
Philadelphia 32, Penna. 
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Every kitchen a prospect 
with BEAUTYCRAFT! 


neAUTUCRAETY 


a 
( x ys 
Cudlom Acdcneric 





Sell more...make more... 
custom-fit any kitchen with 


BEAUTYCRAFT Curve-line Styling 


There’s no kitchen you can’t do when you sell Beautycraft Custom 
Kitchens. Your job will be easier . . . the result finer. Custom 
features, fine steel construction, Curve-Line Styling— years ahead 
of competition — make Beautycraft the top line in the country. 


Only BEAUTYCRAFT offers you all these plus values: 





Distinctive Curve-Line Design... 
right with the latest trend. 


Exclusive Franchised Territory... 
Beautycraft is yours alone in 
your area. 


Higher Discount to dealers who 
can do a real custom kitchen 
job with a line that is priced 
right to bring you more profit. 


Guaranteed Quick Delivery... 
carry no top-heavy inventory. 
Fill your working stock from 
factory inventory in less than 
six weeks. 


Custom Features... Beautycraft 
will not be “out - featured.” 
Custom-sized cabinets and 
fillers (over 100 types and sizes) 
enable Beautycraft Dealers to 
do a custom job on any kitchen. 


Direct Factory-Dealer Operation 
... brings you better discount, 
positive cooperation on all 
phases of your kitchen business 
—real factory backing for you. 


Advertising Support... national 
advertising, cooperative plan 
for local ads, merchandising 
aids, sound sales training help. 





CHOICE TERRITORIES STILL OPEN to established dealers 
with aggressive sales force and arrangements for installation. If 
you're the kind that moves ahead, this is your opportunity. We 
are growing daily with our top-quality, fast-selling Beautycraft 
Custom Kitchens. Grow with us! Get details at once! 





~ 

Beautycraft Custom Kitchens | 

2227 Russell St., Baltimore, Md. | 
| Please send me details about your Beautycraft protected 
| dealership plan. 
SF. incad <yibeibds « Feb vo suk ndd Soir Soe eee be tees 
| RIE 5) 5 s:cce nie ain carsales Kae toe eGR ig ea ee Gee eR SRR | 
SM 0. su csdniaaniee tiene <yasiclalieiaeanaleeeaat | 
Dicae, SRADASTEANR i LEER. vos EN aE 


Manufactured by MILLER: METAL PRoDuwctTs, INC, 
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Dealer-Sponsored 


Home Show 


Draws 26,000 


El Paso lumbermen again do a good job of 
public relations 


HE YOUNG, AGGRESSIVE El Paso County 
(Tex.) Lumbermen’s Association, which placed 
second last year in the public relations contest spon- 
sored by the National Retail Lumber Dealers Associa- 


Photo courtesy El Paso Times. 
HOME SHOW was opened with ribbon-cutting ceremony, W. H. 
Peterson, chairman of the Home Show Committee doing the 
honors. George Staten, president of the El Paso County Lum- 
bermen’s Association, center; Mayor Dan Duke, right. 


Photos courtesy El Paso Times 
NEW CONSTRUCTION materials and methods were viewed 
by more than 26,000 people who attended the show which 
netted the association approximately $1,600. 
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Photos courtesy Rio Grande Lumber & Fuel Co. 


CLIMAX OF THE WEEK-LONG Home Show was the erection 
of a two-bedroom home on modular plans in 24 hours.~ The 
home was built by the Mayfield Development Co. and the ma- 


terials supplied by the Rio Grande Lumber Co. Newspaper 
publicity attracted a sizeable crowd to the site. Sequence pic | 


tures above show foundation, framing and completed house. 
Builder Bill Mayfield, lower picture, at the microphone and 
his associates, Tom Love and John Love at the right. 


tion, staged its second successful Home Show at the 
Coliseum May 7-15. 


More than 30,000 people attended the one-week 
show, visiting 65 exhibit booths, several of which were 
taken by the dealers themselves. These included 
Burton-Lingo Co., Edward Hines, Inc., Lander Lum- 
ber Co., Peterson Lumber and Paint Co. and Rio 
Grande Lumber & Fuel Co. 


The show was given a boost by a 12-page special 
builders’ section in the El Paso Herald-post and the 


El] Paso Times. The success of the show last year § 


enabled the El Paso County Lumbermen’s Association 
to undertake a cooperative advertising campaign in 
the local press. The newspapers cooperated by pub- 
lishing a weekly builders’ section. 


As the result of its second successful show, the as- 
sociation is expected to net $1,600 again this year. 
The association officers are: George Staten, president; 
Thomas Mayfield, Jr., vice-president; S. M. Clifford, 
treasurer; John E. Price, secretary. W. H. Peterson, 
president of the Peterson Lumber & Paint Co., was 
chairman of the home Show Committee. 
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PHONE YOUR ORDER 
COLLECT FOR 

‘SAME DAY” 

SHIPPING ! 


8 TRUNK 
LINES FOR 
“RIGHT NOW” 
SERVICE 

















@ FIR PLYWOOD 
® HARDWOOD PLYWOOD 
@ JOHNS-MANVILLE 





@ UPSON PANELS 
® TYLAC 

@® MONSANTO REZ 
® HEATILATOR 











FREE! A registered Price and Data 
Book—yours for the asking—no obli- 


gation—full of product information, 





4% 
‘sales helps and up-to-the-minute prices’ 


1300 "EECHER STREET ¢ GA. 4433 « INDIANAPOLIS 7, IND. 
* 
Offices also located in 


CIN“INNATI, OHIO * COLUMBUS, OHIO 
LA: AYETTE, IND. * SEATTLE, WASH. 
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PRODUCTS = 





— 
MASTER GLAZIERS 


For FASTER PRODUCTION ... For elimi- 
nating REGLAZING . . . For QUICK SET- 
TING .. . Like all BIDDLE Products, PER- 
MA GLAZE is produced under LABORA- 
TORY CONTROL assuring you of uniform 
consistency. PERMA GLAZE sets as it is 
applied. You can ship safely without dry- 
ing time. Your REGLAZING PROBLEM dis- 
appears with LABORATORY CONTROLL- 
ED PERMA GLAZE. It can't be matched for 
higher, better production. Fill in the cou- 
pon below for working sample. 





LABORATORY CONTROLLED 


PLEASE SEND ME, WITHOUT OBLIGATION, A TEST SAMPLE OF 
BIDDLE LABORATORY CONTROLLED PERMA-GLAZE 
TO ATTENTION OF 


NAME 
FIRM NAME 
ADDRESS 
TYPE OF BUSINESS 


THE BIDDLE CO. Dept. LP-1 
612 S. MAIN ST., ST. LOUIS, MISSOURI 
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Products .... Sales Aids .... Literature 


Insulation Tacker 


The Markwell tacker performs 
double duty—for applying ceiling 
tile and panels as well as batt and 
blanket type insulation. Approved 
by insulation board manufacturers 
it reduces application costs and 
eliminates danger of damaged tile 
edges. The Markwell tacker uses 
4” to 1%” length staples without 
any mechanical adjustment to tack- 
er. Write Markwell, Dept. AL& 
BPM, 200 Hudson St., New York 
13, N. Y. 


Bucyrus-Erie Hydrocranes— 
Completely Hydraulic 


Special bulletins describe the 
Bucyrus-Erie 2 ton (H-2) hydro- 
crane and a 3 ton model, the H-3. 
Where only 7-2” headroom for 
handling bucket is available, the 
H-2 saves 81 man hours per day 
over hand labor previously em- 


ployed. It mounts on 1% ton trucks, 
is completely hydraulic. The turn- 
table, equipped with hook swing 
rollers, provides full 360’ rotation. 
Standard boom raises and lowers 
as well as telescopes from 16’ to 
22’ under hydraulic power all the 
way. Hydrocrane model H-3, a 
versatile 3-ton truck crane, travels 
from job to job at truck speeds. 
It mounts on a 2-ton new truck 
chassis, is light in weight but big 


in capacity. It is a crane, clam- 
shell or magnet that will cut costs 
sharply on any job. Every opera- 
tion is hydraulically contro'led 
from the operator’s station, out- 
riggers take the load. For bulletins 
H-2-1 and H-3-1, write Bucyrus- 
Erie Hydrocrane Division, Dept. 
AL&BPM, 7923 W. Greenfield Ave., 
Milwaukee, Wis. 


“Blanchit" Wood Bleach 


Blanchit will give permanent, 
safe bleaching action on any wood 
surface without danger of color 
returning or finish deterioration 
when refinished. The patented 
features of Blanchit hold the dry- 
ing action until all the chemical 
action has been completed. Applied 
with fibre brushes, rubber or cel- 
lulose sponges, or spraying equip- 
ment it produces complete de- 
colorizing, bringing lighter than 
natural wood color or “blond” 
wood. This practical bleach is used 
to bleach floors and woodwork that 
has darkened by usage and age; 
to even the overall coloring of un- 
matched wood pieces; for making 
various woods the color of others, 
for new shades of furniture, and 
for all refinishing work where a 








TOO MUCH 
MOISTURE? 


NOW, you can answer this question before 
structures warp and paint peels off. Revolu- 
tionary scientific instrument reduces moisture 
testing of lumber and other building materials 
to rapid, inexpensive and simplest possible 
operation. 





The most damaging moisture is that beneath 
the surface not readily ascertained by super- 
ficial examination. Our meter is equipped 
with sharp needle electrodes that penetrate 
into the danger area and transmit their 
findings to the instrument indicator. 


PRICE: $49.50 NEW YORK 


(Price subject to change without notice) 











write today 


L. R. BRADLEY & COMPANY 


25 West 45th St. — NEW YORK 19, N.Y. 


The new Bradley Electronic Moisture Meter eliminates 
the drawbacks of other instruments of less advanced 
design. There are no galvanometer dials with delicate 
unstable needles. There are no tables of figures to 
consult and interpret. There are no moving parts ex- 
cept a manually operated pointer which the operator 
sets at a predetermined figure. A little danger light 
flashes if the moisture is in excess of that figure. Hun- 
dreds of pieces can be tested in a matter of minutes. 
Exact moisture percentages are quickly ascertained. 
The same instrument also tests plaster, brick, cinder 
block, gypsum block and concrete. 
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'' STAPL-ON 


is the amazing new hammer stapler that 
drives home SIX sturdy staples in the time 
it takes to put in one tack the old way... 
automatically feeding and fastening 20 © 
staples in 5 seconds! 





"TACKS EASIER 


because STAPL-ON’s weighted head is bal- 
anced to make tacking 90% less work. 
Loads easier, too...with 140 50-gauge 
¥s‘'and Vs‘' shear pointstaples in 10 seconds. 





SELLS FASTER 


because on sight your customer will see that 
STAPL-ON is sturdily built of steel to give 
uninterrupted years of service . . . and be- 
cause the ‘‘feel’’ of STAPL-ON in his hand 
is the world’s best convincer that he’ll save 
time, work and money with this sensational 
all-purpose tacking tool. 


INDU: RIAL AND OFFICE STAPLING AND TACKING EQUIPMENT 
NORWALK, CONNECTICUT 
Buiti xc Propucts MERCHANDISER 





















9S ..THAT HELP 
MAKE THE SALE 


jing! 


- aw = > 


Portland — 


The job of selling Portland Brand 
shingles is easier. National advertis- 
ing, literature and extra service pre- 
pares the customer for every sale. 

Portland Shingle Co. is America’s 
leading producer of red cedar shingles 
and shakes. 

Five mills located in the heart of the 
Western red cedar stand assure you 
of a continuous supply of quality 
Portland Brand red cedar shingles and 
Skookum tru-cut shakes. 


Write or wire for Portland Shingle Co. Dealer Plan Today 


=e 
PORTLAND SHINGLE CO. 


9038 N. DENVER AVENUE - PORTLAND 3, OREGON 
99 














lighter shade is desired. Write L. 
R. Van Allen Company, Dept. AL&- 
BPM, 404 N. Wells St., Chicago 54, 
Ill. 


Joint Nails for Wood Joints 


Joint nails used on all kinds of 
mitre joints such as door panels, 
screens, blinds, etc., are illustrated 
in literature from the Wash Co., 
Inc. Wash joint nails are designed 
to exert on the joint a uniform 
drawing action during the entire 
driving operation, resulting in 
maintaining the joints securely in 
forced fixed relation in such man- 
ner as not to be affected by tem- 
perature or climatic changes. Flared 
joint nails which produce the full 
quick draw-in at the point of the 
nail, drawing the joint together 


and holding it during the driving 
operation, are especially adapted 
for very soft woods. The double 
tapered joint nail is wider at the 
bottom than at the top and thus 
continues to pull the joint tighter 
together as the nail is driven. For 
literature and free samples write 
Wash Co., Inc., Dept. AL&BPM, 
720 N. Bowman Ave., Danville, 
Ill. 


Formed Steel Lintels; 
Kewanee Windows 


Formed steel lintels, manufac- 
tured by Kewanee, are formed of 
heavy 10 gauge steel and have 
ample load-bearing capacity. Edges 
are beveled to provide a good ma- 
sonry bond. Finished in gray en- 
amel, baked on. Customers can be 
shown how they will save money 
by using these economical windows 
over all window openings. Cus- 
tomers can also cut down their 
fuel bill with the double-weather- 
ing contact of the Kewanee base- 
ment window. The design of the 
jambs and the broad sill eliminate 
mortar fouling and speed up in- 
stallation. The utility window for 
small buildings, which uses same 
screen as the basement window, 


has positive acting cam latch to 
lock tight, hot rolled sections de. 
signed for heavy use, vent opening 
inward to give deflected vertilg- 
tion. Write Kewanee Manufactur- 
ing Company, Dept. AL&PM, 
649 Burlington Ave., Kewanee, Jl], 


Park Lane Fluorescent 
Lighted Medicine Cabinets 

The Bennett Manufacturing 
Company is introducing a new 
complete line of medicine cabinets 
called the Park Lane. The models 
have full length chrome plated light 
brackets, 18” long by 1144” diam- 
eter fluorescent bulbs which may 








TO 


ALL-PURPOSE BUILDING PAPER 


Give your customers more for their building 
. the long- 

Costs 
yet it's 
stronger, lighter in weight, and much easier to 


dollar. Sell them LEATHERBACK . . 
fibre asphalt impregnated building paper. 
far less than standard I5 Ib. felt... 


handle and install. Full 500 sq. ft. roll 
weighs only 25 Ibs. Also available in 
Handi-Farm rolls 36'' x 225 sq. ft. An ex- 
ceptionally tough breather type sheet. 
Approved by F.H.A. Ideal over wall and 
roof sheathing and sub-flooring and as sub- 
grade cover under concrete floors. Write 
for Leatherback All-Purpose Building Paper 
Folder 101 and name of nearest distributor. 
Distributors for Leatherback now appointed 
from coast to coast. 


SATISFY ALL YOUR CUSTOMERS SELL 











y PROTECTIVE PAPERS, INC. 


MNiG@ 6 % 


TLLINOIS. 


cae 





@ New all aluminum Keystone | 
Frameless Tension Screens will 
be an attractive and profitable 
item to add to your line. Avail- [ 
able 
double hung windows, these | 


in standard sizes for | 


full length screens have loads 
of customer appeal that can 
easily and quickly be turned 
into profits for you. 
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ht |AETNA’S HARDWOOD PLYWOOD MERCHANDISER 
a “Sells Hardwocd Plywood Faster” 
actur- & i 
BPM, fi 

Mf SAY DEALERS IN 20 STATES 

; Send today for FREE Details on how you can build 

- ] a profitable hardwood department 

new 
sine AETNA PLYWOOD & VENEER CO. 
nodels 1732 Elston Ave. Chicago 22, Ill. Phone, ARmitage 6-7100 
Pre BRANCH WAREHOUSES: Grand Rapids, Mich., Rockford, Ill. 
| ps SALES OFFICES: Detroit, Mich., Minneapolis, Minn., Richmond, Va., Milwaukee, Wisc.. 


Indianapolis, Marion and West Lafayette, Ind. 





THE NAME SILVER LAKE stampepb ON EVERY FOOT 
@ PACKED IN CARTONS @ 





LOWER PRICED.GRADES 
EDDYSTONE 
) Mills and Sales Office PELHAM 
SILVER LAKE CO. ) Chattahoochee, Georgia NUCORD 
NYol fo Mi ialcoltlolammst-fellolale] Mm Olt iialolehroles BENGAL 





Pi Ys a \ 
THE HAND OF PAUL BUNYAN Z ‘p EON ‘ , 
In spirit the Father of Lumbering still carries on in the tradition IS) oR Wy 
of progressive operation logging, milling, grading for quality oO al 
product and service. 
COMPLETE STOCKS FOR ALL REQUIREMENTS 
INQUIRIES WELCOME 


\ SN 
AWS 
SY WAWRS 
m YY 
TRADE-MARK > NY 


PAUL BUNYAN LUMBER CO. 


























_— ’ l / Manufacturer and Distributor 

s will X ey, y Ponderosa Pine White Fir Incense Cedar 

fitable NE SUSANVILLE CALIFORNIA 
= a REGISTERED - 

Avail- i 

2s for 7 — 

. these . 

| SANTIAM LUMBER COMPANY 

at can | | MILLS 

turned | SWEET HOME @ LEBANON 

OREGON 


“Santiam” Grand 
Old Growth Yellow Fir . Upland Hemlock 
rIMBERS — BUNDLED UPPERS DRY AND GREEN DIMENSION 


PLYWOOD AND GREEN LATH CAN BE INCLUDED IN 


MIXED CARS 
ANNUAL CAPACITY — 100,000,000" 
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LOOK AT 
THESE CALDER 
FEATURES 


@ Exclusive Wedge- 
Tight feature wedges 
door tight with no 
jamming 


Available 6 panel, 
one section open for 
glazing 


Exceptionally sturdy, 
well made steel hard- 
ware 


Made of well sea- 





























soned, clear fir 13%” 
thick 

















44 4, 
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Ball bearing rollers 


and sheaves 


Bind-proof 
mechanism 


locking 


Interlocking, weather- 
D AD proof joints 
pele)’. Rapid, fool-proof in- 


stallation 


as modern as tomorrow 


Available in a wide 
range of sizes 


This is the Door to Bigger Profits 


Outstanding features of Calder 
Overhead Garage Doors make sales 
easy because their superiority is 
quickly recognized. Generous 
dealer discounts make them an ex- 


ceptional opportunity for progres- 
sive distributors and contractors. 
We invite you to open the Calder 
Door to Profitable enterprise. W rite 
for full information today. 


be operated either from a _ wall ff 
switch or from the switch on the § 
cabinet itself; built-in ballasts and 
starters; and electric razor outlet 
on face of left bracket. The many- § 
facturer reports that highest qual- f 
ity silver-plated, hand etched, poli- f 
shed plate-glass mirrors assure 
perfect reflection. Among other } 
features are chrome plated stain. J 
less steel framed door; glass 
shelves, holder for’ six tooth® 
brushes on inside of door, stain- 
less steel door latch, rubber bump. 
ers for quiet door closing, baked 
white enamel interiors. Write The 
Bennett Manufacturing Company, 
Dept. AL&BPM, Alden, N. Y. 


ae 





How much installment selling 
do you do? Compare this and 
other phases of your operation 
with other dealers across the 
country. See the results of 
AL&BPM's "Survey of Dealers’ 
Selling Practices" in the next 
issue, June 1/8. 


LEE LIOR I ELIE TEL TAT 





"Certile" {Acoustical Tile 
and Board) 


A new incombustible acoustical} 
ceiling material, Certile, in thel 
form of tiles and boards, consists 
of glass fibers and is made with 
both plain and perforated surfacefy 
It is available in a wide variety 
of colors which may be repaintel 
without affecting the acoustic) 
properties of the material. Certil 
acts as both a sound-absorbent anijj 
insulating material. It will 
warp, buckle, expand or contr 
and is 





THE CALDER MANUFACTURING CO., Lancaster 4, Penna. 


-MODERN 
MILLS 


TO SERVE YOU 


Fine quality logs from our own tree farms. Well 
equipped sawmills and planing mills. Modern dry kilns. 
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Cedar & Hemlock Bevel, Bungalow 
Siding, Kiln-Dried Fir and Hemlock 
Dimension, Select Structural Fir Tim- 
bers, End-Matched Flooring, Ceiling, 
End-Matched 2” 
Flooring, Roofing. 


HEMLOCK 
es 


WILLAMETTE VALLEY LUMBER CO. 


Siding, Factory 


Straight cars. Mixed cars. 
Consult us on your needs. 


DALLAS, OREGON 
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HELLER STORE FIXTURES ARE THE BEST 
COMPARE HELLER FEATURES BEFORE YOU BUY 
New Modern Styles—Better Built—Assembled & 
Finished — Larger Selections — Conventional 
Styles—New MULTI-LEVEL Styles. 

Free Store Planning Service 


Write today for huge catalog No. 40A. Send us 
a sketch of your store for free store plan. 


W. C. HELLER & CO. 
1050 BRYANT ST. MONTPELIER, OHIO 


Designers and manufacturers of Hardware store fixtures 
exclusively since 1891 
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Oregon Lumber Co. 
Baker, Oregon 


Pioneer eastern Oregon mill—in operation 60 
years. Under our sustained yield plan of opera- 
tion, the past 60 years of performance is just 


a starter for future delivery of our products. 


— 


Manufacturers 


Famous “John Day” 
Ponderosa Pine 


Since 1889 





SANNA 
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ZONOLITE Plaster Aggregate 


Means One Thing to You: 
PROFITS... - 


| 
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Because It Means 3 Things 
To Your Customers! 


@ It’s light and clean to handle 


@ Makes a plaster wall that won’t chip 


m4 It’s four times more fire-re- 
@ 
And Besid es: sistant than any other plaster! 


For FREE information about Zono- 
lite Plaster, write to Dept. AL-69. 


ZONOLITE COMPANY 


135 South LaSalle Street 
Chicago 3, Ill. 


%Zonolite is a registered trademark of Zonolite Company 
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INCREASES 
DIMENSIONAL WARPING 
STABILITY \ q ees 
\G APPLIED BY 
chr eo page BRUSH, DIP 
PAINTED OR SPRAY 





WOOD PRESERVATIVE 


For a garden stake, a sleeper or a sill — for home 
owners and contractors — Cuprinol fills the need for 
on-the-job application against rot and termites. Our 
advertising in Better Homes & Gardens, House and 
Garden, American Builder, Practical Builder, and 
Architectural Record is creating many new customers 
for quarts, gallons, drums. Send for information about 
our suggested introductory stock at $27.20. 


CUPRINOL Division, Darworth Incorporated 


53 Maple Street Simsbury, Conn. 
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@ Zonolite plaster wall resists cracking = 
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plicable in places where humid 
atmospheric conditions are a prob- 
lem. Certile is said to be the light- 
est weight fire-safe colored acousti- 
cal tile available and may be readily 
applied by the adhesive method, 
by clips nailed to furring strips 
or by any of the accepted mechan- 
ical suspension systems. Write 
Certain-Teed Products Corporation, 
Dept. AL&BPM, Ardmore, Pa. 


"Walkie" Talkie—in Technicolor 

Available, free, for showings be- 
fore materials handling, warehous- 
ing, traffic, methods, businessmen’s, 


engineer’s, and university meet- 
ings, is Yale & Towne’s new 15- 
minute 16 mm sound-color movie, 
“Here’s Your Worksaver’—on up- 
to-date industrial use of the rapid- 
ly-growing family of battery pow- 
ered “walkies.” ‘“Walkies,” or 
Worksavers, are that new breed of 
fully powered hand trucks cur- 
rently showing industry how to 
replace muscle power at low cost, 
with unusually maneuverable, light- 
weight equipment. The seven basic 
Worksaver models, as well as what 
each can do, are demonstrated. 
Models are available for handling 





1896 -- 53YEARS OF STABILITY -- 1949 








Finest Oak Floo7 
S Scientifically kiln 
choice timber 
spring building 


on t 


1x6 RL No. 2 KD 
Pats. 105, 106 


1x8 & Wdr. s4S or S/L 
> 1x4" End-Matched & PE 
Floorings 


Also 


Prompt Shipment . - 


SOUTHERN PINE 
sO SOUTHERN 





: 


























| BN 
TEES AS 


MIXED CAR BUYERS! 


ng shipped with YP items. 
dried stock from our own 
is our answer for 
business for you. 


hese selected items: 


4S, $2S & CM, 
jt 116 Siding 


4/4 AD Hardwoods 


a. 









more 
Try us 





loads weighing up to 6,500 pounds 
and are classified by type as fol- 
lows: low-lift platform, high-lift 
platform, tin plate, tractor, tilting 
fork, non-tilting fork and tele. 
scopic fork, and special adaptations 
thereof to special load types. The 
movie will interest top manage. 
ment as well as the materials han- 
dling technician. Write Yale & 
Towne, Dept. AL&BPM, Stamford, 
Conn. 


Mortise On-the-Job 

By using this adapter mortising 
chisels and electric drill can be 
brought together to form a mortis- 
ing tool that’s portable. The “Bull 
Mortising Adapter” fits the chuck 
of any electric drill, (or drill 
press); it also fits any of the 
standard mortising chisels avail- 









able at hardware stores and mill 
supply houses. Can be attached in 
an electric drill or drill press in a 
matter of seconds. Write Bertrem 
Manufacturing Co., Dept. AL&- 
BPM, 3121 Main St., Kansas City, 
Mo. 
Aluminum Combination Storm 
and Screen Window 

Central Home Products Company 
announces a new aluminum com- 







































bination storm and screen win- 
dow with a self-storing feature 








which is very simple. The panel 









_ drop us a line today. 
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SCOTCH LUMBER Co. 
FULTON, ALABAMA 


Mixed Cars a Specialty 





Member SPIB and NHLA 
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\ LL divisions of Canadian Forest Products Limited use 
top quality logs from our own virgin timber limits 
: Englewood and Harrison Mills, B.C. 


EBURNE SAWMILLS DIVISION 
9149 Hudson Street, Vancouver, B.C. 





(tilizing Douglas Fir, Pacific Coast Hemlock and Western 
Red Cedar for the production of Timbers, K.D., Dimension 


and Boards, Finished Uppers, Car Material and Siding. 


PACIFIC VENEER & PLYWOOD DIVISION 


Foot of Braid Street, New Westminster, B.C. 





Specializing in production of *Douglas Fir Plywood, P.V. 
Brand Edge Grain Cedar Plywood and P.V. Brand Hardboard. 
*‘Obtainable from our affiliated company, Pacific Veneer 
and Plywood Corporation, Bellingham, Wash. 





HUNTTING-MERRITT SHINGLE DIVISION 
9110 Milton Street, Vancouver, B.C. 


Manufacturers of the world-famous 


Huntting-Merritt 
Brand Red Cedar Shingles, and Dri Home prestained cedar 
shakes for modern sidewall construction. 


ee 
FOREST 
PRODUCTS 


Limited 















FOR SHIPMENT TO ALL 
POINTS IN UNITED 
STATES 
Mixed carloads of lumber, 
plywood and shingles are 
made up from each of the 
Canadian Forest Products 
Divisions and the Pacific 
Veneer and Plywood 


Corporation, Bellingham, 
Wash. 





Keep the top of your pile 
at a paying level 











with LEITELT LUMBER LI 


Your “Paying Level” for lum- 
ber is the level at which you 
can handle it quickly, easily and 
efficiently. Leitelt Lumber Lifts 
keep the pile top at this “just-right” height with push- 
button ease. Bending, reaching and extra labor are elimi- 
nated. . . . Material breakage is minimized. Each Leitelt 
installation is engineered to your specifications at no extra 
cost. 


LEITELT 


310 Mill St. 


Grand Rapids 2, Mich. | 





Unsuspected, undetected moisture 


costs YOU dollars every day! 
Electronic MOISTURE REGISTER detects the exaét moisture 


_ t of wood within 3 seconds. No more costly guessing. 
0 complicated calculations! Simply place the electrodes against 

- ‘rlace to be tested . .. read the dial. WRITE, TODAY, 

On ‘ULL DETAILS AND A LIST OF PRESENT Electronic 
ly “URE REGISTER USERS. The Moisture Register Co., 
pt. A, 133 N. Garfield Ave., Alhambra, California. 





The Standard in Moisture Testing for 
more than 15 years. 
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Highest Quality Forest Products Since 1895 


J. NEILS LUMBER COMPANY 


Libby, Montana Klickitat, Washington 














Take advantage of the 
service offered by these 
Western Wholesalers 


Your Western Wholesalers have firsthand 
knowledge of the products and facilities of 
the western mills. Their many sources of sup- 
ply insure you prompt, dependable service 
at all times. 


Straight cars—mixed cars—from mill sources 
best equipped to meet your needs. 


Let these leading Western Wholesalers dem- 
onstrate the advantages of this plus service 
on your next order. 





Carl E. Soderberg Lumber Co., Inc. 


1120 Old Nat'l Bk. Bldg., SPOKANE 8, WASH. 
PINE SPECIALISTS . 


Main 6954 Riverside 4335 





Duncan Lumber Co., Inc. 
818 Securities Bldg., Seattle 1, Wash. 
Specializing in mixed carlots. 


Morrill & Sturgeon 
Lumber Co. 


Yeon Bidg., Portland. Ore. 


Pacific National Sales Co. 


West Coast Lumber 
Charles B. Hurley, Pres. 


P. O. Box 1587, Tacoma 1, Wash. 
WALES LUMBER COMPANY 


Old National Bank Building 
SPOKANE - - - WASHINGTON 
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564 Market St. an Mates 4, Cal. 
MAUK SEATTLE LUMBER COMPANY 


SEATTLE, WASH. 
WESTERN LUMBER MERCHANTS 


Eastern Office € Warehouse: 
THE C. A. MAUK LBR. CO., TOLEDO, O. 


Trio Lumber Co. 


DOUGLAS FIR 
PRECISION TRIMMED 2x4’s A SPECIALTY 
EUGENE, OREGON 


Joseph A. Adair Lumber Co. 
520 S. W. Sixth Avenue 
Portiand 4, Oregon 

















to be stored, either screen or glass, 
is slipped under the retainer 
springs on the upper frame and 
that is all there is to it. The frame 
is of extruded aluminum and is 
fitted with expanders which assure 
accurate fit on any edge. Write 
Central Home Products Company, 
Dept. AL&BPM, 3945 “A” Street, 
Detroit 16, Mich. 


Copper-Reinforced Corners 
in New Role 

Copper - reinforced corners fa- 
miliar to all insulating siding deal- 
ers are now being used in a new 
role by many Inselbric dealers. 
They are being applied as window 
trim as well as on corners. Used 


as window trim, the corner is split 
and used flat. Applied completely 
around the window, the corners 
give the window a neat, finished, 
modern appearance, blending per- 
fectly with the rest of the Inselbric 
on the house. A _ single corner 
piece, split and placed under the 
window sill gives still another mod- 
ern effect. Write Jones & Brown, 
Inc., Dept. AL & BPM, 439 Sixth 
Ave., Pittsburgh 19, Pa. 


Furniture Patterns; Prefab 
Modern Furniture 

Because several hundred retail 
hardware, paint and lumber stores 
asked to stock the prefabricated 
modern furniture and furniture 
patterns featured in a LIFE maga- 
zine story in mid-March, Klaus 
Grabe, Inc., has decided to con- 
centrate on such outlets for na- 
tional retail distribution. A self- 
service dispenser which is simul- 
taneously its own counter display, 
contains 100 patterns covering 21 
different pieces of home furniture. 
Each pattern is a giant illustrated 
sheet providing step-by-step in- 
structions for building, beginning 


with the purchase of necessary 
wood, hardware and other supplies 
right on through actual assembling. 
The company’s line of prefab mod- 
ern is shipped unassembled in 
compact cartons that contain every- 
thing required for assembling the 
furniture, including instruction 
guide. Anyone owning a hammer, 
screwdriver and scissors can put 
the furniture together in from 1 
to 12 hours. Write Klaus Grabe, 
Inc., Dept. AL&BPM, 132 Front 
St., New York 5, N. Y. 


“Bristles and Brushes" 
Sponsored by the American 
Brush Manufacturers Association 
and published by Dodd, Mead & 
Company, a new book entitled 
“Bristles and Brushes” has just 
appeared on the market. Written 
by Merrill Denison, the book tells 
of the origins and development of 
the brush industry, of its great 
contributions to victory in the re- 
cent war, and of how necessary 
brushes actually are in our every- 
day life. Important facts about 
brushes, their development and 
uses, and some of the industrial 
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OMAK-KWALITY 


Window, Door and 
Cellar FRAMES 


Trim, Mouldings, Casing, Base, 
Finish Lumber, Furniture Spe- 
cialties, Etc. 


District Sales Representatives 


Mr. BR. F. Taylor Mr. H, M. Tri 

No. 24 Welwyn Road P. O. Box No. 85 

Great Neck, L. L., Crystal Lake, Il, 
New York 


Member Western Pine Assn. 
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LESLIE LOUVERS 


Patented Baffle 
and Drip Cap keeps 
out snow, rain 





Want Wore Louver Sales? Substantial 


Immediate customer acceptance ... pitch assures 
repeat sales .. . more profits are drainage 
yours with the fast-moving LESLIE off to 
LOUVERS line which has: P- 
@ Quality evident to home- 
owner and contractor alike. 
@ Exclusive patented design 


features. 
@ Unmatched ease of instal- 
lation. i \ 
@ LOWEST Price in galva- Nodirt-catch- \. 
nized models—competitive ing pockets 


in aluminum. 


LESLIE LOUVERS are a 
complete line, with 3 models 
and 12 sizes—all available 
in ALUMINUM or GALVA- 
Se bye _ 4 ““VB"’ Series 
Roof Series (illustrated), the = 

VB Series (illustrated), and SELF-FRAMING 
the VF Series (Wall Louver, for NEW CON- 
Flush Flange), meet any STRUCTION 
and every attic ventilation 
requirement. 

Write for catalog and name 
of nearest distributor. 


at sidewalls 





Effective 
drip edge 


LESLIE WELDING CO. 
2941 W. CARROLL AVE. * CHICAGO 















OZARK 


1927 «= BRAND -- 1949 
OAK FLOORING 


Your customers are assured 
lifetime satisfaction with Ozark 
Brand Oak Flooring. It is pro- 
duced from fine quality Mis- 
souri altitude-grown Oak Stock 
which has been properly sea- 
soned in Moore Cross-Circula- 
tion Kilns. It is accurately 
milled on modern machines. 
It is expertly graded in ac- 
cordance with NOFMA grad- 
ing rules. 


















Try a shipment and see for 
yourself the fine quality of 
Ozark Brand. 










THE OZARK OAK FLOORING CO. 
MISSOURI 





bottlenecks they cracked, are in- 
terestingly ‘presented. The book 

is valuable to anyone connected 

with the sale or use of brushes 

and will be an important reference 

book for business, school and pub- 

lic libraries. Write American Brush Mtge ge, 
Manufacturer’s Association, Dept. ant! weitee 
AL&BPM, 505 Arch St., Philadel- aa 
phia 6, Pa. 
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"Superfiex" 

A flexible wooden panel offering 
almost unlimited possibilities for 
curved surfaces, has been developed 
according to a new patented prin- 





PONDEROSA 
PINE 


plus 


FIR & LARCH 
DIMENSION 














All Retail Yard Items 
Industrial Specialties 


Prompt Shipment of Most Items 


Never have we produced finer quality stock than we’re 
shipping today. We’re operating in a beautiful tract 
of Ponderosa Pine timber, with some intermingling of 
Douglas Fir and Larch. We’re shipping straight cars 
of Ponderosa Pine yard and shed items or mixing an 
assortment of Ponderosa Pine items with Fir and Larch 
dimension. 


Consult us on your needs in yard and 
shed stock, factory and industrial items. 


Alexander-Yawkey Lumber Co. 


PRINEVILLE, OREGON 


Member Western Pine Association Member 


Ponderosa Pine Woodwork 


ciple and method of production, 
Superflex consists of a layer of 
veneer on which separate narrow 
laths are glued transversely. This 
process permits the wooden panel, 
4 ft. x 8 ft. or small sections to 
be bent in as much as a 369° radius 
or on S curves, as desired. The 
product presents two useful sur- 
faces to the interior designer. One 
side is a smooth veneered finish, 
the other a decorative pattern of 
vertical ribs in a hardwood texture, 
Write Wall Trading Corporation, 
Dept. AL&BPM, 170 Broadway, 
New York 7, N. Y. 


“Power-Glued" Truss 


American Roof Truss Company 
has added a power-glued truss to 
its extensive line of roof-truss 
fabrications. The “power-glue” 
process, explain its sponsors, is 
the attainment of precision-con- 
trolled temperatures and absolutely 
uniform pressure during the set- 
ting period. American’s finished 
glued trusses and beams _ produce 
rich, massive beauty for open in- 
stallation in churches, — schools, 
gymnasiums, libraries, etc. Write 
American Roof Truss Company, 
Dept. AL&BPM, 6854 Stony Is- 
land Ave., Chicago 49. 


Great Neck Adds 
Complete Line of Planes 


New addition to the regular } 


Great Neck tool series is a complete 


line of planes combining eye-appeal ff 


and top efficiency. The line includes 
block planes, bench (smooth) 
planes, jack and fore planes, and 
features quality materials such as 
super-durable chrome alloy steel 
cutters, each a solid piece, fully 
tempered, ground, and honed to a 
handsome finish. Exclusive Great 
Neck overall design eliminates chat- 
ter, offering in each tool a compatt, 
easily adjusted, vibration-proof unit 
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thai vives precision settings 
quickly and a fine, consistent cut in 
full accordance with the highest 
standards of master craftsmen. All 
planes, with the exception of the 


block series, are available with 
either smooth or corrugated bot- 
toms; have polished trimmings, 


hardwood handles and knobs with 
mahogany finish. Write Great 
Neck Saw Mfrs., Dept. AL&BPM, 
Mineola, N. Y. 


Ladder-Hook to Prevent 
Pails from Swinging 


A cast aluminum ladder-hook is 
designed to end swinging pail nui- 
sance when painting or washing 
windows way up on a rung ladder. 
It fits over a ladder rung, and 
around side of ladder. Write Beau- 
ideal, Inc., Dept. AL&BPM, 821 S. 
Water St., Saginaw, Mich. 





Walker-Turner Radial Saw 


A completely new machine, the 
Walker-Turner “900” Series Radial 
Saw is now in production. Some 
of its many features that make cut- 
ting easier and faster on all wood, 
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Retailers cut 
handling costs by buying 
lumber bundled with 


ACME STEELSTRAP 








Lumber bundled with Acme Steelstrap is easy to handle, easy to tally, 
from mill to building site. 


Read how California yard 
saved 70% on labor alone! 


Here’s what happens when the West Fresno Lumber 
Company of Fresno, California, receives a typical 
lumber shipment—a flat car of 8 bundles, bundled 
and braced with Acme Steelstrap. 


® Unloading is simple, each bundle being a 
single lift for a fork truck. Labor costs for this 
one operation are as much as 70% less than 
when pieces were handled individually! 


®@ Bundles move intact through the yard to 
building sites. Tallying is quick and easy— 
damage and pilferage practically eliminated. 


@ The danger of injury to yard personnel is 
greatly reduced. 


All dealers can get advantages like these by requesting 
suppliers to bundle and brace lumber shipments with 
Acme Steelstrap. For full details, mail coupon today! 


STRAPPING DIVISION 


ACME STEEL COMPANY 


NEW YORK 17 ATLANTA CHICAGO 8 LOS ANGELES 11 


= oe ee oe ee ee ee ee ee ee ee ee ee ee ee es ee ee ee ee ee es ee ee es ee ee es ee 
ACME STEEL COMPANY, Dept. AL-69, 2838 Archer Avenue, Chicago 8, Illinois 


O Send me a free copy of your booklet, “‘LUMBER ‘Bound to get there’ FROM 
MILL TO JOB.” 
0) Have representative call. 


Name 


Company 





Address 





City Zone State 
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NEW ALUMINUM 


SECURITY 
Sy Ae 
SELL ON SIGHT 


BECAUSE THEY ARE 
PRICED RIGHT! 


ALL 


















































CAN BE 
INSTALLED 
BY ANYONE 


JUST WHAT YOU'VE 
BEEN WAITING FOR 


The initial low-cost investment of 
the Security E-Z Screen is only one 
of many big outstanding features. 
Economy-wise home owners appre- 
ciate the elimination of seasonal re- 
fitting and painting necessary with 
ordinary screens. The trim, slender 
lines of the sturdy rolled aluminum 
frame, along with the aluminum wire 
screen, look well on any home. Light 
weight, these attractive, snug-fitting 
SECURITY E-Z SCREENS are 
easy to insert or remove from IN- 
SIDE OF HOUSE ... a real safety 
factor. Another thing, anyone can 
quickly and permanently install the 
special screen guides on blindstops 
with ordinary tools from inside of 
house. Easy to store and easy to 
clean, these half-screens have a 
simple push pull type lock and fold- 
ing thumb-lift. 






























ASK FOR ATTRACTIVE 
DEALER PLAN NOW 


Write, wire or call Mr. Van 
Fleet direct. Personal at- 
tention given to all in- 
quiries. Working model 
demonstration, literature 
and prices available. 


SECURITY SASH 
















and: SCREEN CO. 


1757 PURITAN + DETROIT 3 








plastic, and similar materials are 
a new centr-pivot offset yoke which 
permits all cuts to be made in the 
convenient table area; 34” capa- 
city with 9” blade; new geared 
motor; 24” crosscut travel; rips to 
center of 48” panel; full work-visi- 
bility; rigid, clean-cut accuracy— 
holding design incorporates taper 
latch indexing and locks that are 


easy to reach and operate; big 
table of laminated hard maple, 
46x24”. Available for immediate 


delivery in two models. Write 
Walker-Turner Division, Kearney 
& Trecker Corporation, Dept. AL 
& BPM, Plainfield, N. J. 


Smith Builds the World's 
Largest Concrete Mixer 


The T. L. Smith Company has de- 
signed and built a new 6-yard tilter 
which is said to be the world’s larg- 
est concrete mixer. Previously the 
largest heavy-duty mixer was a 4- 
yard tilter, the first of which was 
sold and built by The T. L. Smith 
Company back in 1914. The new 
6-yard mixer provides 50% great- 





er output, with practically the same 
labor, power and general overhead 


costs. It will mix 6 cubic yards 
per batch, in addition to its 10% 
overload guarantee, One batch fills 
a 44-yard truck mixer (64-yard 
agitator). A new bulletin describ- 
ing this 6-yard machine is obtain- 
able from The T. L. Smith Com- 
pany, Dept. AL&BPM, Milwaukee, 
Wis. 


Display Styler 


A new “two-faced” unit designed 
for efficient merchandising of Fre- 
mont Rubber Tile is of neutral 
color and affords a full view of the 
product. This metal display styler 
permits the customer to personally 
arrange pattern designs and color 
combinations from the stock of 
sample tile held in the lower com- 
partments. The plywood table is 
adjustable and can be placed at any 
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Equipped 


angle, from either side. 
with casters, the styler comprises 
a complete window display which 
can be readily pushed up to a win- 
dow. Write Fremont Rubber Con- 


pany, Dept. AL&BPM, Fremont, 


Ohio. 


"Plytex" Plywood Panels 


Plytex Plywood panels, a_ low 
cost Plywood, is reported to have 
all of the decorative value of ex- 
pensive wood panels. In Plytez, 
the natural beauty of the wood is 
not only retained, but is accentu- 
ated. The large 4 foot by 8 foot 
panels are delicately burnished to 
give a sculptured appearance that 
blends with any decor. The manu- 
facturers of Plytex, Triwood, Ine. 
of Napanee, Ind., point out that 
Douglas fir, California redwood 
and Southern pine plywoods are be- 
ing used most in Plytex. Low cost 
and abundant supplies, plus beau- 
tiful grain characteristics, make 
these woods the most promising 
for low-cost housing installations. 
Plytex can be furnished in a vari- 


















Woo 
curine 
Nails 
Mac’: 


vergi 
start, 


































ipped 
prises 
which 
. win- 
Com- 


mont, 


1 low 
_ have 
of ex- 
-lytex, 
ood is 
centu- 
8 foot 
1ed to 
e that 
manu- 
|, Ine. 
t that 
dwood 
ire be- 
w cost 

beau- 

make 
nising 
ations. 
1 vari- 





c. 
[IAN OO 


(AC'S JOINT NAILS 

UL 

JOINT. ae ae 
FASTENER 


MOP UVES) ONIN 


wre TINCT ot 


siathatla 8 eae 


Achim S 


Wood-working Industries now recognize that the most successful method for se- 
curing mitre joints in forced fixed relation is by use of Wash Double Taper Joint 
Nails. There is a definite reason for each of the distinguished features found in 
Mac's Joint Nails---curved sharpened entering wedge; strong web; tapered con- 
verging side flanges and curved driving head. These combine to give “the right 
start,” easy and accurate driving, and permanent forced fixed relation. 

ET OUR ENGINEERING DEPARTMENT SOLVE YOUR WOOD JOINT PROBLEMS. 

Samples for experimental or testing purposes will be furnished upon request, without charge 


Prices will be quoted upon request 


720 N. BOWMAN AVE. 
WASH CO. _ oe ILL. 
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LAKE LUMBER CO. Ltd. 


2 Sales Office: 
2020 hicago Title & Trust Bldg., CHICAGO 2, ILL. 


Si meg the Products of J. A. Mathiew, Ltd. Rainy Lake, Ont. 
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Spares Men! Speeds Work! 
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| } KRANE KAR 
| H ii SWING - BOOM 
MOBILE CRANE 


USERS: N. Y. Sash & 
Door, C. W. Brownell, 
Roof Structures, Wade 
& Dunton, Barrett Tim- 
ber and Dunnage, John- 
son Lumber Co., etc. 





DEBE dina hee. 


te Na odo eas 


KRANE KAR Lifts, Carries, and Places loads of any 
shape or size up to 10 tons inside warehouse or outside 
in the yard. Swings, raises or lowers the load, and trav- 
els, simultaneously or independently. Pays its own way 
quickly, doing the work of 6 to 8 men. 

KRANE KAR expedites stacking, storing, loading freight 
cars, trucks, etc. Handles lumber, timbers, logs, poles, 
ties, cement blocks, pallet loads of brick, sheet rock, 
building plastics, pipe, etc. Gas or Diesel. 

Ask for Bulletin No. 66. 


THE ORIGINAL SWING BOOM MOBILE CRANE 
WITH FRONT-WHEEL DRIVE AND REAR-WHEEL STEER 


[KRAVE KAUR 


TRADE MARK REGISTERED 


SILENT HOIST & CRANE CO. 860 63rd ST.. BKLYN 20, NY. USA. 











GURDON BRAND 
RED OAK FLOORING 





Manufactured from Arkansas Oak, 
long famous for its density of grain 


and warmth of color. 


Gurdon Lumber Co. 


Gurdon, Arkansas 
Member Natl. Cak Fig. Mfrs. Assn. 





HARDWOOD LUMBER 
HARDWOOD PALLETS 





"SERVING YOU SINCE ‘22" 











a 









ety of hues and tones to blend per- 
fectly with any style, whether 
modern, traditional or period. It 
can also be finished with clear 
lacquer to radiate the natural 
warmth and beauty of fine aged 
woods. Plytex is being distributed 
by Aetna Plywood & Veneer Co., 
1732 Elston Ave., Chicago, IIL; 
Davis Plywood, 12555 Berea Road, 
Cleveland, Ohio; Winde-McCormick 
Lumber Co., Charlestown, Mass.; 
and Central Building Supply, Inc., 
Baltimore, Md. Distributors in 
other areas are now being ap- 
pointed by Triwood and will be 
announced later. 


New Plan Book Carries 
Dealers Own Imprint 

A new plan book containing 100 
illustrations with 600 possible floor 
and exterior arrangements, is com- 
pletely flexible so that individual 
ideas can be incorporated in inex- 
pensive plans and_ specifications. 
“Harmonious Homes,” which in- 
cludes duplexes, private homes, 
courts and garage apartments, is 
nationally advertised in American 
Homes, Better Homes, House Beau- 
tiful, ete. The new plan book ecar- 
ries the dealer’s own imprint and 
sales message, and a 25° commis- 
sion is paid on all plans ordered 








ale Wanted 


TECO Irip-L-Grip ANCHORS 


FOR HOMES AND FARM BUILDINGS 


Builders and farmers use Trip-L-Grip in building 


stronger new buildings and for repairs. 


furnished with anchors. 


Nails 


Stock these handy pack- 


aged, nationally advertised anchors for year 


around sales. 


Write today for dealership. 


TIMBER ENGINEERING CO. Washington 6, D. Cc. 
































ments, and includes private homes, duplexes, 





3. AND—with ap name and per of people ordering plans—you can immediately follow up 
to secure orders for materials going into the new construction. 


"Harmonious Homes" contains over 100 illustrations with 600 possible floor and exterior arrange- 
courts, and garage apartments. 
flexible, as we can incorporate individual ideas in complete, inexpensive plans and specifications. 


Send 25c (to cover handling and postage) for your sample copy and complete information. 
(DISTRIBUTOR INQUIRIES INVITED) 


HARMONIOUS HOMES (orice: scat 


Nationally advertised in American Home, 
Better Homes, House Beautiful, etc. 


. You make a nice profit on the sale of 
each ‘Harmonious Homes'' Plan Book. 
Each copy contains YOUR OWN imprint 
and sales message. 

. You are advised of the name and address 
of every person ordering plans from the 
copies of "Harmonious Teuner™ that you 
distribute. You receive a 25% commission 
on these sales. 


It is completely 








through his distribution. For 
sample copy send 25c¢ to Harmoni- 
ous Homes, Dept. AL&BPM, 5762 
W. Pico Blvd., Los Angeles 35, 
Calif. 


Inexpensive Method of 
Constructing Cedar Closets 


An inexpensive method of con- 
structing cedar closets is now 
available. Cedacote, compounded 
of crushed genuine red cedar witha 
binder added, is just mixed with 
water and applied by brush or 
trowel. It adheres to wood, plas- 
ter, wallpaper, and most known wall 
covering material. Cedacote can be 
filed, sanded, or sawed—nails will 
not chip or crack its surface. It is 
available in 10 and 50-lb. bags. 
Write Ahmeo Products, Dept. AL&- 
BPM, 678 Massachusetts Ave, 
Cambridge 39, Mass. 


"Pressure-Seal" Window Unit 


The Andersen Corporation is now 
in production on a new double-hung 
wood window unit called the Pres- 
sure-Seal, after the unique method 
employed for achieving weather- 

















LY 


tightness. A new _ weatherstrip- 
ping principle is employed that 
eliminates the need for convention- 
al metal weatherstripping at the 
sides; no weights, springs or bal- 
ances are used to hold sash in 
place; sash-holding and crack-seal- 
ing mechanism is hidden in the sash 
stiles. When levers are not de 
pressed, the pressure. strip 
“wedges” the sash against the part 
ing stop, thereby sealing the crack 
on the sides. Conventional metal 
weatherstrips are used only at head. 
meeting rail and sill. Andersen de 
signers directed their efforts 
towards a window unit that would 
be extremely easy to install, In 
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ASK YOUR WHOLESALER 
FOR OUR LUMBER 





1" KILN DRIED YELLOW PINE 
Flooring, Boards, Siding, etc. 





W. M. McGowin Lumber Co. 


Pine Apple, Alabama 





HOLT HARDWOOD (0. 


Manufacturers of 


MAPLE @ BIRCH @ BEECH @® OAK 
STRIP @ BLOCK 
and 
HERRINGBONE 
FLOORING 


* 
BROOM HANDLES 
GRADED SAWDUST 


® 
High Grade Northern Hardwoods 
« 
Custom Kiln Drying 
* 
Members: M. F. M. A. N. H. L. A. N. H. & H. M. A. 


OCONnTO, WISCONSIN 
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GET ACQUAINTED WITH 
WHITE FIR 


From the Western Pine Region 


An excellent all-purpose, 
economy wood for sheathing, 
dimension, siding and paneling. 
Manufactured, seasoned and 
graded to the high Association 
standards. Available from mem- 
ber mills* in straight cars or 
mixed cars with one or more of 
the Western Pines. 


These Are the 
Western Pines 
@ Idaho White Pine 
@ Ponderosa Pine 
@ Sugar Pine 


These Are 
Associated Woods 
@ Larch 

@ Douglas Fir 

@ White Fir 

@ Spruce 

@ Cedar 

@ Lodgepole Pine 




















* Write for Directory of Membership 


Western Pine Association 
510 Yeon Bidg., Portland 4, Ore. 














r-~ WOODS FROM 
ne 
(WESTERN Pilz 
oh 
rang: 


. j 
\ R 
‘. 
ome 
1 , 
/ 











Get the utmost in satisfaction on your next lumber needs. 
Check with Ferguson for— 

DEPENDABLE SERVICE e 
Finest quality in 


e Southern Pine and Hardwoods 
@ West Coast Woods e@ Lumber e 


PROMPT DELIVERY 


Piling 


W. T. FERGUSON 


LUMBER COMPANY 
ST. LOUIS 1, MISSOURI 
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side stops are included as a part of 
the jambs and conventional stops 
are not required. It is only neces- 
sary to nail the frame to the rough 
opening, see that it is properly 
plumbed and blocked, and then slip 
the sash in place to complete the 
job. There is no separate weather- 
stripping or operating mechanism 
to install. Write The Andersen Cor- 
poration, Dept. AL&BPM, Bay- 
port, Minn. 


SEND FOR THESE: 





Increased capacity* within approxi- 
mately the same dimensions, is the 
principal news concerning a_rede- 
signed, gas-powered Clark “Clipper” 
model No. 2024. The 2000-lb.-capac- 
ity fork lift truck has a load center 
at 24” from the heal of the forks; 
the truck’s wheelbase is 36”. For de- 
seriptive bulletin write Clark Equip- 
ment Company, Dept. AL&BPM, 
Battle Creek, Mich. 


Copies of “Allis-Chalmers Alter- 
nating-Current Across-the-line Motor 
Starters,” Bulletin 14B7132, are avail- 
able upon request from Allis-Chalm- 
ers Mfg. Co., Dept. AL&BPM, S. 
70th St., Milwaukee, Wis. Construc- 
tion features and uses of manual and 


magnetic across-the-line starters, 
across-the-line combination starters, 
reversing starters, and push-button 
control stations are all described and 
illustrated. 


Got a_ packaging problem? The 
case histories in Issue No. 23 of 
Acme Process News may suggest an 
answer to your own problem. In- 
cluded are factual accounts of the 
savings that have been realized in 
Packaging Departments through the 
use of Acme Steelstrap and Silver- 
stitchers. For copies, write Acme 
Steel Company, Dept. AL&BPM, 2840 
Archer Ave., Chicago 8, IIl. 


“How to Build Well and Save 
Money,” the West Coast Lumbermen’s 
Association new eight-page, four- 
color booklet, offers authoritative 
suggestions on many aspects of home 
building, including site selection, fi- 
nancing, letting contracts and con- 
struction details. Carefully selected 
drawings illustrate important con- 
struction steps. Write West Coast 
Lumbermen’s Association, Dept. AL& 
BPM, 1410 S. W. Morrison St., Port- 
land 5, Ore. 


New 16-Page Weatherstrip and 
Sash Balance Catalog _ illustrates 
Zegers’ Dura-Seal combination metal 
weatherstrip and sash balance, as 
well as the complete line of Zegers’ 


metal weatherstrip designs. Includes 
jamb section, head, sill and check- 
rail details. Contains instructions for 
measuring and ordering metal 
weatherstrips for double-hung  win- 
dows, wood and steel casements and 
for doors, with recommendations of 
types of patterns for each use. Write 
for Catalog 49, Zegers, Ine., Dept. 
AL&BPM, 8088 So. Chicago Ave, 
Chicago 17, Ill. 


PREVIEWS: 





Commercial saw-sharpening fixture 
can be had for all types of circular 
saws, from 1% to 16 inches in diam- 
eter. Write Treyco Products, Dept. 
AL&BPM, 264 Hartford Ave., Buf- 
falo Ti, N. Y. 


Guth Seelux, a modernly designed 
indirect luminaire for use with silver- 
bowl lamps, has open louvres to 
eliminate critical maintenance prob- 
lems. Write the Edwin F. Guth Com- 
pany, Dept. AL&BPM, St. Louis 3, 
Mo. 


The Glo-Switch puts an end to the 
problem of finding the light switch in 
a darkened room. It provides a soft 
glow whenever room lights are turn- 
ed off. Write Glo-Switch Corporation, 
Dept. AL&BPM, 30 Church St., New 
York 7, N. Y¥. 





LARGE MANUFACTURING PLANT AVAILABLE 


Including 





Well Equipped Sawmill, Large Log Pond, Steam Plant 
Moore Dry Kilns, 2 Double, 2 Single, 6 Inside Kilns 
6 acres of leased ground, 70,000 feet of floor space; plant 


completely sprinkled. Excellent for manufacture of Farm 
Machinery, Sash and Door, Wood and Metal Cabinet, Furni- 


ture—Plywood, Prefab. Houses, Box Factory, Paper Mill, 
Concentration Yard. 


Priced Right for Quick Sale—Terms Can Be Arranged 


Jim Graves, P. O. Box 958 Phones: Office 741, Home phone 3897-R 
BELLINGHAM, WASHINGTON 


ALIFORNIA 


SUGAR & WESTERN 


- PINE AGENCY, INC. 


#1 MONTGOMERY ST. 
SAN FRANCISCO, CALIFORNIA 


Pattern 














Lumber Corporation 


@ Yellow Pine 
@ Southern Hardwoods 


Lumber 


“A Wood for Every Purpose” 
KIRBY BUILDING HOUSTON, TEXAS | 


Selects and 


Shop 
California Ponderosa Pirie 
Mouldings and Cu 
Specialists 














ee _ 


“Is it as Good as Kirby's?” 
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Lumber 
Market Analysis 


Current Statistics on 
Output and Distribution 


Western Pine 


The 98 mills reporting to the Western Pine Asso- 
ciation for the week ending May 19, 1949 cut 61,670,- 
000 feet. The same week a year ago the cut totaled 
58,225,000 feet. Orders for the week amounted to 
51,527,000 feet, or 16.4 percent below production. 
Shipments for the week’s period totaled 58,517,000 
feet, 5.1 percent below production. Gross stocks at 
the end of the period amounted to 746,394,000 feet 
and unfilled orders came to 176,493,000 feet. 


Southern Pine 


Production of the 104 mills reporting to the South- 
ern Pine Association for the week ending May 14, 
1949 amounted to 16,098,000 feet. This was 6.66 per- 
cent below the three year average. Shipments for the 
week ending May 14 totaled 16,364,000 feet, or 1.65 
percent above production. Orders placed during the 
period amounted to 16,139,000 feet. This figure was 
6.42 percent below the three yedr average, but 0.25 
percent above production. 


In the Market Centers 

TACOMA—Uneertainty is still the predominant 
characteristic of the lumber market. However, in 
spite of this, mills and logging camps throughout 
this area are gradually getting back into production, 
albeit somewhat cautiously. Typical was the announce- 
ment here today by W. H. Lindberg, president of the 
Ladd Logging Company, closed since last November 
25. Lindberg said his company would resume on 
May 31, immediately following the Decoration day 
holiday. Camps affected are in the Mineral-Morton 
area. The company halted work last November when 
heavy snows made roads impassable. According to 
Lindberg, work will be resumed only on a curtailed 
basis at present because of the uncertainty of the 
lumber market. He said however that all camps will 
be reopened. Their logs are all marketed through 
Tacoma outlets. More favorable weather is aiding 
materially in stepping up production, although the 
unusually dry weather has materially increased the 
forest fire hazard in certain areas. Number one grades 
are still in pretty good demand, but increased pro- 
duction is building up the accumulation of cheaper 
qualities. Many manufacturers are tying up their 
promotion drive with retailers and distributors in 
an effort to help solve this marketing problem. Local 
building is on the upgrade. 


KANSAS CITY—The selectivity on the part of the 
re‘ailer, who is buying only what he actually needs, 
appears to be the feature of an otherwise indifferent 
lumber market in the Southwest. Prices generally are 
Steady to a shade easier and production is limited be- 
cause mills refuse to stockpile in face of the price 
uncertainty. Line yards are buying sparingly and are 
Specifying their demands as to grade and size. Mixed 
ca: orders make up the bulk of the business. A score 
of small mills are closing because they cannot come 
Ou’ at present prices. It is noted that on the East 
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Logged in 1936-1937 
HARDWOODS @ WHITE PINE @ HEMLOCK 


Our sustained yield forest management policy for 
the past thirty-five years is providing for current 
needs of today and future demands of tomorrow. 


DEFEND YOUR TRADE 
with 
MENOMINEE INDIAN MILLS 
Neopit, Wisconsin 


Air-dried QUALITY LUMBER Kiln-dried 





“From Our Own Forests and Mills” 


Anything in 
West ers Woods 


Manufacturers of: 
Mouldings 


Furniture Dimension 
Glued-Up Stock 
Industrial Shook 
Venetian Blind Stock 
Ready-to-Assemble 

Furniture Parts 
in fact, Anything in 
West Coast Woods! 

Send us your inquiries for 


PONDEROSA PINE, SUGAR PINE, 
INCENSE CEDAR, DOUGLAS 
AND WHITE FIR 









The Ralph L. 


\ SMITH 


Lumber Company 


1635 DIERKS BUILDING 
Phone Victor 4143 


(ys Kansas City 6, Missouri 


Sawmills: Canby, Calif., and Anderson, Calif. 
Remanufacturing Plant: Klamath Falls, Oregon 
Box Factory: Alturas, Calif. 
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Wislam-(0- | woutfoee 
CU PBOA Lily DOORS 


Ys INCH 
UNSELECTED 


SIZES 


WIDTHS: 12” to 24” 
in 2” steps 


12” te 12” 
in 2” steps 
* 

@ 1/8” 3 PLY FACE 
PANELS 


LENGTHS: 


@ UREA RESIN HOT 
PRESS BONDED 


@2” STILES AND 
RAILS TO PER- 
MIT TRIMMING 


* 


WARRANTY 


Wi-Lam-Co —_Hollow- 

core Doors are Warranted for 

one year to stay flat to 1/16” for each foot or 
fraction of length provided that they are stored in a 
flat pile in a dry room and that any necessary trim- 
ming is done equally from each edge and that both sides 
are finished identically. A new door blank will be fur- 
nished at no dessa if any Hollowcore door does not fulfill 


COMPANY 


WISCONSIN me CHILTON,# WISCONSIN 


—_* 
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HARDWOOD FLOORING 


In straight cars or mixed with air 
dried Yellow Pine Boards and 


Dimension. Best of manufacture. 


beech 
Satisfaction that will bring you 
Pp ecan back for more. 
ash © 


For prompt attention on your needs 


oak 


phone or write 


Miller & Company, Inc. 


Manufacturers of 
Hardwood & Yellow Pine Lumber 
SELMA, ALA. and JACKSON, TENN. 





Selma LD 9910 — Phones — Jackson 1885 














LUMBER MARKET 





Side of the Mississippi small mills are selling 1x 4 
yellow pine at $33 to the larger mills, which upon 
drying the stock get $55. The reason the large mills 
will buy the lumber at the price offered is that it 
is well below their actual production cost. Mills are 
encountering no difficulty in shipping lumber, but 
it is expected that shipments will be slowed in the 
next few months as one of the largest grain crops 
in history will be harvested. The railroads will not 
have enough cars for all and the grain trade will get 
the priority. 

The building surge that was expected in some parts 
of the district has not materialized and this has been 
one of the reasons for the slowness in lumber demand. 
Residential contracts awarded in the first quarter of 
1949 in the Southwest were 35 percent smaller than 
a year ago and this was reflected in the 20 percent 
drop in retail lumber sales, according to the Federal 
Reserve bank. Total contracts awarded had a value 
that was 33 percent under a year ago. Mills were 
generally quoting 1x8 No. 2 KD boards at $65 to 
$75 a thousand; and 1x 6’s at $62 to $65. The air- 
dried stock went from $2 to $3 a thousand under 
kiln-dried. In dimensions, 2x 4’s were priced at $60 
to $65 for air-dried» Finish sold from $140 to $150 
a thousand, and flooring at $140 to $145. No. 2 gum 
was weak, being priced at $30 to $35 a thousand. 


SEATTLE—Two road crews clearing snow thirty 
feet deep in drifts have met at the summit of Chinook 
Pass, Washington’s high auto road and this usually 
marks an unofficial end to winter. High altitude 
camps are pretty well back into production but there 
is still deep snow at the higher levels. Meantime 
Puget Sound continues to have an unusually balmy 
Spring which is encouraging production. Flood danger 
seems to have been averted. DEMAND-PRICES 
Demand is slow. There seems to be a concerted at- 
tempt on the part of buyers to force prices down. 
When offered what they ask they will still shop around 
for lower prices. The price level is lower than a fort- 
night ago as a result of these tactics. Buyers are 
particular what they want and they are able to get it. 
Most active has been No. 3 common dimension which 
has sold so fast the mills are pretty well cleaned up. 
2x4’s moved at $35-36 and 2x 6’s at $32-33. Wider 
items were not so active. 2x 8’s in specified lengths 
12 to 14 feet long brought $34. Much of this lumber 
is believed headed for F.H.A. housing. Redwood bung- 
alow siding is cheaper than cedar by about $25. Cedar 
now faces a competitive market. % by 4 clear sells 
for $74 or $3 less for A gree 1% by 6 brings $111 
for clear and $109 for A. 34’s by 10, which has been 
most in demand, brings $190-195 for clear and $184 
for A. Vertical grain flooring in 1x3 and 1x4 moved 
at around $155, the C grade $5 lower. D grades in 
mixed cars sell for $85. Demand is for mixed cars, 
straight cars are $5 and up cheaper. Straight cars 
of D vertical grain flooring have been sold for $65. 
Flat grain flooring moves at about $15 less. Dimen- 
sion moves at from $54 to $58 and boards sell for the 
same price. Small timbers bring $60-62 in mixed cars; 
straight cars are $6-8 less. Small structural timbers 
sell for $70 and large timbers move at $80-80. Mill 
inventories are not large but they seem to be able to 
furnish any lumber required. 
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“IR * HEMLOCK * SPRUCE + WHITE PINE 


DIRECT MILL SHIPMENTS 


Transit Cars Always Available 
BERWYN LUMBER CO. 


341 PITTOCK BLK. PORTLAND, OREGON 














(N{% SCHUBERT 
Picket Cutter 














Makes Pickets 
at Low Cost 




















Points 200 to 250 15%'' to 354"' width pickets per hour year after year use. 24'' high. Hand operated. 30'' 
with planer-smooth finish. No sanding required. long handle provides easy leverage. Anyone can 
Adjusts to cut any degree of sharpness or bluntness operate. Enables you to utilize odds and ends of 
of picket point. Light enough to carry to stock pile lumber profitably. Seven day delivery. Send today 
—wt. only 38 Ibs.—yet strong and durable enough for for literature and price. 


H.A.SCHUBERT co. Machinists 
I WATOMINET seb ete te) ca. O-e Wilmette, Illinois 


ROLL-OF 1D “The Active Truck Is the Money-Maker” 
LUMBER TRUCK BEDS éisine isis 


Complete Beds Shipped KD. 


EASILY MOUNTED 
Write for Catalog & Prices 























Two Minutes _— Better Thee 


| The R-B COMPANY, 1921 Guinotte, KANSAS CITY, MO. 
SHEVLIN-McCLOUD LUMBER COMPANY 


{ Successors to Shevlin Pine Sales Company } 






































SELLING THE PRODUCTS OF DISTRIBUTORS OF 
*THE McCLOUD RIVER LUMBER SREVLIN PINE SPECIES 
COMPANY PONDEROSA PINE 
McCloud, Calif. Reg. U. S. Pat. Off. (PINUS PONDEROSA) 
*THE SHEVLIN-HIXON COMPANY niin song pe “ 
Bend, Oregon # National Soo Line Building SUGAR (Genuine White) PINE 
[Member of the Western Pine Associa. | MINNEAPOLIS, MINNESOTA (PINUS LAMBERTIANA) 
a Fn Cee DISTRICT SALES OFFICES: 
a mn a CHICAGO SAN FRANCISCO 
<a 1 raybar Bidg. 1863 LaSalle-Wacker Bidg. 1030 Monadnock Bidg. 
Paredescta, Fira Woodwork Lexington 2-9117 Telephone CEntral 6-9182 Exbrook 2-7041 
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Engel Lumber Company 
Organized in Grand Rapids 

The Engel Lumber Company, just 
recently organized, will handle lum- 
ber and forest products, wholesale 
and commission, and will also operate 
a wholesale distributing yard at 239 
Graham St., S. W., Grand Rapids 6, 
Mich. 

Officers of the new corporation are 
Stewart D. Engel, president, Charles 
F. Kellogg, vice-president, and Erwin 
T. Hedrick, secretary-treasurer. 


























































































Charles E. Heintz New President 
Creo-Dipt Co. 

Charles E. Heintz, formerly direc- 
tor of sales of the Creo-Dipt Co., Inc., 
North Tonawanda, N. Y. and _ its 
Canadian Subsidiary, Creo-Dipt of 
Canada, Ltd., has been elected presi- 
dent of both companies, succeeding 
Paul H. Puffer. The Creo-Dipt Com- 
pany is the country’s oldest manufac- 
turer of stained shingles and one of 
the largest manufacturers of shingle 

































































VYlames in the News 





Commenting on the future of pro- 
cessed stained shakes for sidewalls, 
Mr. Heintz said, “As the prices of 


lumber products come down from 
their abnormal postwar peaks, shakes 
will find an ever-increasing market 
for sidewalls.” 


South-West Lumber to Build 
New Warehouse 


Contracts were signed recently for 
the construction of a warehouse in 
Kansas City, for the South-West 
Lumber Company, wholesale distribu- 
tors of lumber and building materials. 
The estimated cost of the plant, 
which will occupy a tract of 3.611 
acres on the east side of Fairfax 
Trafficway, south of Sunshine Road, 
is $275,000.00. 

The modern type warehouse and 
office building, of fireproof construc- 
tion, will be 300 feet in width by 180 
feet in depth, totaling 54,000 square 
feet—all paved with concrete. This 
new warehouse, built especially for 
the use of piling with lift trucks in 


package units, will have sixty-foot 
clear spans and a storage capacity of 
three million feet of lumber. 

Robert L. Sweet, president of ‘he 
company, stated that contracts for 
the project had been awarded and 
that work will begin immediately. 

The South-West Lumber Company, 
which serves a_ six-state area, also 
has branches in Oklahoma City and 
Omaha. In addition to Mr. Sweet, the 
president, its officers are: E. A. Niel- 
sen, vice-president, J. M. Webster, 
secretary, and H. R. Hornaday, treas- 
urer. 


T. L. Smith Company 
Associated with Essick 


The T. L. Smith Company an- 
nounces that it has made a sales, 
operating and financial alliance with 
Essick Manufacturing Company of 
Los Angeles, Calif. Bryant Essick, 
president of Essick Manufacturing 
Company, has been elected a director 
of The T. L. Smith Company and Es- 
sick Manufacturing Company has ac- 
quired a substantial block of The T. L. 
Smith common stock. No change is 
contemplated in the management or 
policies of The T. L. Smith Company 
and Mr. Essick will be active in the 
Smith Company only in an advisory 
capacity and as member of the 
Board. 

Bryant Essick, president of Essick 
Manufacturing Company, and Harold 
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SAWMILL MACHINERY 


MANUFACTURERS of a complete line of sawmill ma- 


PORTABLE MILLS ... BAND MILL 
. . EDGERS ... TRIMMERS ... 
STEAM NIGGERS... 


chinery ... 
CARRIAGES . 
SHOTGUN STEAM FEEDS... 


LOG STOP AND LOADER ... AUTOMATIC FEED 
TABLE FOR PLANING MILLS. WRITE FOR CATALOG 
AND “POWER HOUSE.” 






MIMTUNGHUMM 
MACHINERY / 


> * ¢q) ye 


MILL SUPPLIES 


<> 








“Everything for 
the mechanical 
transmission of 
power.” 





—L. H. 














L. 


Lumber Corp., Cariton, Ore. 


Manufacturers 


Douglas Fir 














A Sustained Yield Operation 















E. J. Linke, Pres. Guy Haynes, V. P. 
Graham Griswold, Secy. & Treas. 














POLES and 
PILING 


Goodwin Johnson Ltd. 
Metropolitan Building 
Vancouver, British Columbia 

















BRITISH COLUMBIA 
LUMBER and SHINGLES 


Douglas Fir © Western Red Cedar 
Hemlock ¢ Spruce 





Are in Position to Make Prompt Shipments 


THURSTON LUMBER CO. LTD. 


Wholesalers and Manufacturers 
Metropolitan Bidg., VANCOUVER, B. C. 
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i. Smith, president of The : ae 
Smith Company, jointly state that 
+h ve ig no intention of consolidating 
the two firms—both of which distrib- 
ute their equipment nationally through 
retail machinery distributors. 

(he 27-year-old Essick Manufactur- 
i? Company operates in several 
fields of endeavor. The T. L. Smith 
Company is now one of the world’s 
largest producers of portable concrete 
mixers, large stationary concrete mix- 
ers and concrete truck mixers and 


agitators. Just recently Smith built 
the largest heavy-duty concrete mixer 
in the world,—a_ six-yard machine 
weighing over twenty tons. Harold 


E. Smith, son of T. L. Smith, is pres- 
ident, and a grandson, Robert W. 
Smith, and A. G. Drum are vice-presi- 
dents. 


Wright Company Moves 
from Milwaukee to Houston 


After many months of construction 
the Wright Manufacturing Co. has 
moved its office personnel into a new 
office building just in front of the 
$2,000,000 Wright Plant in Houston, 
Tex., where rubber tile production 
will begin within the next few weeks. 

The Wright Company, manufactur- 
ers of Wrightex and Wrightflor rub- 
ber tile, is moving from Milwaukee 
and Racine, Wis. to Houston. 

Temporary offices have been main- 
tained in Houston while the plant and 
office building have been under con- 
struction. President Thomas F. Mil- 
lane said the company is maintaining 
a large stock of rubber tile in Hous- 
ton to supply the demand of the 
southeastern section of the United 
States until production gets under 
way in the new plant. 

President Millane expects to double 
the company’s production of Wrigh- 
tex, the soft tile for homes, hospitals 
or wherever quiet tread is desired, 
and Wrightflor, the hard surfaced tile 
for office building, schools, and other 
buildings where durability under 
heavy wear is at a premium. 


Georgia-Pacific Plywood 
Reports New Highs for 1948 


Gross sales of Georgia-Pacific Ply- 
wood & Lumber Co. (of Augusta, Ga.) 
rose 100.5 percent during 1948 to a 
total of $48,287,823, compared with 
24,075,982 in 1947, Owen R. Cheat- 
ham, president, revealed in reporting 
Operations of the company at the 
hivhest levels in its 21-year history. 
ist year’s net profit, Mr. Cheatham 
rted in his annual statement to 
kholders, totaled $3,457,528, equal 
al’-r preferred dividend requirements 
to 54.48 per share on 756,368 shares 
of common stock outstanding. This 
co!:pares with 1947 net of $1,785,666, 
or 52.27 per share on the basis of the 
Prc-ent capitalization. The company 
its common shares on a two-for- 
one basis in June, 1948. These shares 
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Build up your Fire Fighting power with 


Get ready for the 
fire season by build- 
ing up your equip- 
ment with the ex- 
tinguisher that gives 
all ‘round — service. 

The cost of INDIAN FIRE PUMPS is low, 

but for grass, rubbish, roof, house, par- 

tition, building and other 

class A fires they have no 

equal. Order now! You 

have a choice of armco 

zinc-grip steel tanks lined 

with asphaltic base - paint 

or solid brass or chrome 

plated tanks. 


Fire Chiefs tell us the Indians ‘are worth their 
weight in gold’’ and they are ‘’a one man fire 
department’, and they would not be without 
them. ‘Water wetting’ agents work best in 
INDIANS and do not harm the tank. 


D. B. SMITH & CO. ‘:i223" 
*. s @ UTICA 2, N.Y. 
PACIFIC COAST BRANCHES: 


Hercules Equipment & Rubber Co., Inc. 
435 Brannan Street 
San Francisco 7, California 
Roy G. Davis Company 
617 East Third Street 
Los Angeles, California 


INDIAN 


Sign on 


Mill & Mine Supply, Inc. 
2700 Fourth Avenue South 
Seattle, Washington 
L.N. Curtis & Sons 
426 West Third Street South 
Salt Lake City, Utah 


Fred E. Barnett Company 
2005 S. E. 8th Ave. 
Portiand, Oregon 
Fred E. Barnett Company 
600 Spring Street 
Klamath Falls, Oregon 

CANADIAN AGENTS: 
Duke Equipment Company, Limited 
297 Duke Street 
Montreal 3, Canada 


Fleck Bros. Limited 
110 Alexander Street 
Vancouver, B. C., Canada 
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PUSH OR PULL ACTION 


The beauty of this new latch is its design 
and ease of installation. Requires no 
mortising—simply bore a one inch hole 
and insert eight screws. Two concealed 
screws hold the latch to the door. It 
closes silently and locks with a_ con- 
venient slide bolt instead of the previous 
swing lever. Handles are heavy castings 
in aluminum, brass or bronze. Beveled 
escutcheon plates. Absolutely guaranteed 
against breakage. Also available with 
locking mechanism and two keys at 25c 
extra retail. Display models for dealers. 


as Ask Your Jobber or 


Write for Catalog 
BRASS WORKS, INC. 


250 EAST FIFTH STREET | 
ST. PAUL 1, MINNESOTA | 








Red Cedar Closet Lining 
Guaranteed 90% Red Heart or Better 


Only SUPERCEDAR is of 100% oil content 
the same uniform high : 
quality standard that Suggest Cedar Lined 
gharantees every Closets to Every Home 
Builder. There is 


package to contain 
90% Red Heart or Nothing Better than 


better, and 100% 
oil content 
which produc- 
es the pleas- 
ing aroma. 


[ wows } 
SUPERCEDAR| 


SEALED 
PACKAGED 
LABELED 


More home builders are 

specifying cedar lined 

closets today than ever— 

and Brown's SUPERCEDAR 

is nationally advertised to 

thousands of new home pros- 

pects,architects and builders. 

SUPERCEDAR closet lining is 

surfaced, tongue and grooved, 

ready to put on with no waste. 

Packaged and sealed with the 

Geo. C. Brown label and guaran- 
tee, famous since 1886. 


Product of 


GEO. C. BROWN & CO. 
GREENSBORO, N. C. ESTABLISHED 1886 


LARGEST MANUFACTURERS OF 
AROMATIC RED CEDAR IN THE WORLD 
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York Stock Exchange on February 7 
last, going directly from the over-the- 
counter market. 

“The year 1948 was very satisfac- 
tory,” Mr. Cheatham told stockhold- 
ers. “Production, sales and earnings 
were the best in the 21-year history 
of the company. Increased diversifica- 
tion of products, broadened markets 
and aggressive sales policies were 
largely responsible.” 

The acquisition of additional ply- 
wood manufacturing facilities on the 
Pacific Coast a year ago, he added, 
“has proved to be profitable and satis- 
factory.” The company now has the 
largest productive capacity of Doug- 
las fir plywood in the country, amount- 
ing to 276,000,000 square feet annu- 
ally. Sales consist of approximately 
60 percent plywood, including doors 
and plastic-faced plywood, and 40 per- 
cent of other products, including hard- 
wood and softwood lumber items, 
doors, treated lumber, poles and piling. 


Procrastination 


“My friend, have you heard of the 
town of Yawn, 

On the banks of the river Slow, 
Where blooms the Wait-awhile flower 

fair, 
Where the some-time-or-other scents 
the air, 

And the soft Go-easys grow?” 

“It lies in the valley of What’s-the- 
use, 

In the province of Let-it-slide, 
That tired feeling is native there, 
It’s the home of the listless I-don’t- 

care, 

Where the Put-it-offs-abide.” 

—Anon 





Companies Announce 





The E. H. Hotchkiss Company, 
manufacturer of industrial and office 
stapling and tacking equipment, has 
appointed Herbert A. Post, Inc., as 
manufacturers agent in the greater 
New York area. 


Lumite Division of the Chicopee 
Manufacturing Corporation, appointed 
three new salesmen as announced by 
J. Ferrell Nicholl, vice-president in 
charge of the division. Augustine M. 
Maddock has been assigned to the 
New York territory as a Lumite 
screen representative. He was previ- 
ously with Susquehanna Mills, Inc., 
N. Y. C., and with O. G. Norton Co., 
L. I. C. David Mitchell Manley is a 
missionary salesman for Lumite. He 
is a graduate of Yale University. 
S. Allen Jamieson is also a mission- 
ary salesman. Prior to joining Chi- 
copee, he was with Pratt & Whitney 
Aircraft. He is also a Yale graduate. 


Builders Products of Chicago has 
announced that Robert J. Flanagan, 
Glenview, Ill., is now affiliated with 
them as dealer development manager. 
Mr. Flanagan was formerly assistant 
advertising director of Motorola of 


Chicago. Builders Products is the 
manufacturer of Flor-Ceal aint, 
Quick-Wipe enamel and other paint 
and chemical specialties, distributing 
through 2000 dealers throughou: the 
United States. 


The Upson Company, Lockport, 
N. Y., has established a new sales 
division and Richard D. Eastridye oj 
Indianapolis has been appointed sales 
manager of the new North Central 
Division, it was announced by Harry 
R. Shedd, vice-president and director 
of sales of The Upson Company. Mr, 
Eastridge will have direct supervision 
over the company’s sales activities 
over parts of Ohio, West Virginia, 
Illinois, Indiana, Kentucky and Michi- 
gan. 


The Stanley Works, New Britain, 
Conn., reports on a fine group of 
hardware trainees who having com- 
pleted a course at Russell & Erwin 
took advantage of their presence in 
New Britain to become more familiar 
with Stanley Hardware; Walter Har- 
die, Stauffer, Eshleman & Co., New 
Orleans; James Japhet, Builders Sup- 
ly Co., San Antonio, Tex.; Joe Legg, 
W. F. Stephens Lumber Co., Marietta, 
Ga.; Walter Swieck, Chapman Lun- 
ber Co., Waterbury, Conn.; Bob Mo- 
ser, The Radford Co., Oshkosh, Wis.; 
Charles Cagara, Stanley Hdwe. & 
Mill Supply Co., Clifton, N. J. Ron- 
ald Leutwyler of the Stanley Export 
Sales Department studied with this 
group. 


E. L. Randel has joined the growing 
staff of Red Cedar Shingle Bureau 
field representatives, according to an 
announcement from Bureau __head- 
quarters in Seattle. Mr. Randel is a 
native of Texas and will serve the 
shingle association in the Gulf Coast 
and Southwest territories, including 
California. One of his main duties 
will be assisting lumber dealers in 
merchandising red cedar shingles. As 
a Bureau fieldman, he will represent 
approximately 100 Pacific Northwest 
red cedar shingle mills whose product 
is marketed under the well-known 
Certigrade trade-name. 


Forrest W. Wilson, long an active 
member of the lumber fraternities 
and well established in construction 
materials sales, has recently been 
appointed Pacific Coast district sales 
manager for General Plywood Corp. 
Louisville, Ky., manufacturers of 
hardwood flush type doors. He joined 
General Plywood after having rep- 
resented Masonite Corporation in sev- 
eral Pacific Coast territories for the 
past 12 years. 

Alfred M. Bellsnyder, Birmingham, 
Ala., has been named sales represen- 
tative in parts of Georgia, Tennessee 
and Alabama for the Insulite Divi- 
sion, Minnesota and Ontario Paper 
Company, Minneapolis, Minn. M. C. 
Fairfield, Insulite sales manager, an- 
nounced. Mr. Bellsnyder will be 
headquartered in Chattanooga. His 
territory will include the’ cities of 
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Riegelsville, New Jersey 


Western Agents: 
Hall & Brown, W. W. Machine Co., St. Louis, Mo. 






“SHERMAN 
for 


Sewéice’ 


WHOLESALE 
wy WESTERN PINES 
ll DOUGLAS FIR 
WE WEST COAST HEMLOCK 
MRED CEDAR SHINGLES 


With a group of excellent mill connections. our or 
ganization is prepared to offer exceptional service tn 
West Coast Woods to a few additional customers 





Let us demonstrate. 


Edward J. Sherman Lumber Sales 


Board of Trade Building 
0) SEG, [oe me) ticte). 

















ante & “Mercer Lumber Co. 


Es | Purveyors to 
| Accredited Retail Lumber Dealers 
for 54 years 


| | LUMBER FROM SOUTH, WEST, NORTH 
| 


Sash & Doors, Wallboards and Most 
Standard Specialties 


28 E. Jackson Bivd., Chicago 4, Ill. 






























:; ALUMINUM NAIL clamps aluminum roofs on tight. 
* Once on they stay tight and dry. The combina- 












“* the neoprene washer aroun 
the head makes sure the roo 
stays on. 








e 
reproduction 
of Nail 






oo Write For Free Samples 


* Manufactured by 
PENDENT NAIL & PACKING CO: 









to Satisfaction 
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STRAIGHT CARS 
MIXED CARS 


including 
lumber, plywood, doors 








DOUGLAS FIR 
WEST COAST HEMLOCK 
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r= THE GRISWOLD LUMBER GO. 4 


Vanufacture,s and Wholesale Distributors 


FAILING BUILDING PORTLAND 4, OREGON 
Telephone ATWATER 8319 


Prompt 


Dependable 
Shipment 


Values 








AFFILIATED Co 





Carlton Manufacturing Co. L. H. L. Lumber Corp. 
CARLTON, OREGON CARLTON, OREGON 
\ MILL INTERESTS: 15 Million Feet Annvol Cut 45 Million Feet sae) 





123 



























ne « 





Knoxville, Nashville, Atlanta and 
Birmingham. He recently arrived at 
Minneapolis for an intensive training 
eourse in the merchandising of In- 
sulite insulation board products. Be- 
fore returning to his new territory, 
he will study manufacturing opera- 
tions at the Insulite mill in Inter- 
national Falls, Minn. 


C. H. Gibbs has been named man- 
ager of the Indianapolis Plywood 
Corporation. Announcement of the 
appointment comes from E. S. Barn- 
hill, general manager of the corpora- 
tion and its affiliate, the Indianapolis 
Wirebound Box Company. Mr. Gibbs 
joined the corporation staff in 1947. 
Previously, he was associated with 
Aetna Plywood and Veneer Company, 
Chicago. The Indianapolis Plywood 
Corporation serves lumber yards and 
industrial concerns with fir and hard- 
wood plywood, Johns-Manville prod- 
ucts, Tylac, Upson Panels and Heati- 
lators. 


Dalton-Cooper, Inc., 200 W. 34th 
St., New York 1, N. Y., has been 
named exclusive representative for 
Howard Welded Buildings, Inc., to 
handle export sales of the company’s 
line of “Mark Arc” farm _ utility 
buildings. The assembly of the “Mark 
Arc” is said to be very simple. Lum- 
ber as shipped by Howard, Inc., is 
cut to exact lengths and drilled reacy 
for assembly. A sturdy construction 








Will your business top last 
year's volume? See the results 
of AL&BPM's Survey of Dealers’ 
Selling Practices in the next issue, 
June 18, and read what other 
dealers think. 





results from the rolled steel ares for 
ends and the corrugated covered 
sheets. The only tools needed for 
assembly are a hammer for nailing 
sheets and a wrench for the frame. 


William E. Gorman, 10446 S. Ham- 
ilton Ave., Chicago, was named fac- 
tory representative in a_ six-state 
middlewest territory with headquar- 
ters at Chicago for M and M Wood 
Working Company, one of the nation’s 
largest plywood and door producers, 
it was announced by Thomas hb. 
Malarkey, vice-president. His appoint- 
ment is a part of a program to in- 
crease and facilitate service to the 
trade by locating regional representa- 
tives at strategic points throughout 
the country, Mr. Malarkey stated. 
Mr. Gorman’s territory includes IIli- 
nois, Iowa, Minnesota, Nebraska and 
North and South Dakota. 


F. B. “Bud” Curtis, formerly Port- 
land office manager for Twin Harbors 
Lumber Co., Aberdeen, Wash., has re- 


signed to go into business for himself, 
He had been with the company for ‘he 
past 16 years, taking time out only 
during the war, serving in the Pro- 
curement Department Transportation 
Corps with the rank of Major. Ilis 
resignation resulted from his long 
cherished desire to open a wholesale 
business under his own name and he 
has now achieved his goal. His new 
lumber company will be known as the 
Curtis Lumber Company, with offices 
in Portland. 


Edward A. Miller, manager of the 
Building Panels Division of Detroit 
Steel Products Company, manufac- 
turers of Fenestra steel windows, 
doors and building panels, has been 
named chairman of the Light Gage 
Steel Manufacturers and Fabricators 
Group at the meeting held at the 
American Iron and Steel Institute 
in New York. 


Carl R. Raquet has been appointed 
vice-president of The F. C. Russell 
Company, Cleveland, Ohio, as man- 
ager of the company’s new Rusco 
prime window division. Mr. Raquet 
was formerly in charge of sales of 
Fenestra windows for Detroit Steel 
Products Company. 


Ira E. Brink, manager of yards and 
stores in Chico, Calif. for The Dia- 
mond Match Company, was surprised 
with a testimonial dinner held recent- 
ly at the Hotel Oaks. Mr. Brink just 








SURPLUS STOCK 
STANLEY Window Friction Hinges 
#1942 — K or Z 


Holds window open at any angle 


(with screws) 
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George F. Becker Edwin A. Brengle 


MILLWORK 
DISTRIBUTORS 
COMPANY 


General Offices & 
Warehouse: 


2 N. Kresson Street 


IMMEDIATE 
SHIPMENT 


Midico Window Units, 
White Pine, Weather- 
stripped. Set up @ 
$10.55 & up. 


Combination Doors, 
Like N. D. 

Bronze, Wire, 8 lights 
glazed @ $13.75 & up. 


6 Rsd. Panel #1 Fir 








a a : Doors 2-6 x 6-8, 1 
Bulk (Bbls.)—85 doz. pair @ $1.96 per dozn. F. O. B. Chicago @ $9.39. Also other 


Packaged—1 doz. pair per box @ $2.26 (minimum order 12 doz.) 


EDWARD JOHNSON, 12 S. Michigan Ave., 


Chicago, Illinois 


BALTIMORE 24, on 
MARYLAND | 


SEND FOR LISTS 
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RUSSELL & PUGH 
LUMBER CO. 


SPRINGSTON, IDAHO 


ANNOUNCING... 


That the name Geo. C. Griffith Stave Co., Springfield, | 
Mo., has been changed to 


CLOUD OAK FLOORING COMPANY 


There will be no change in management. The company 
will continue the manufacture of their well-known Soft 
Textured Uniform Colored Ozark Mountain Oak Floor- 
ing, sold under the brand name “Lockwood Oak Floor- 
ing.” This flooring is precision milled and some floor 
layers have claimed that it could be laid at 25 to 30 
per cent less cost than ordinary flooring. Our brand 
has been well known to the trade since 1926. 


CLOUD OAK FLOORING COMPANY 
1912 North Weller Ave. 
Springtield 2, Mo. 


Idaho White Pine Ponderosa Pine 
Douglas Fir 
White Fir 
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CUMMER 
TIDEWATER RED CYPRESS 


We have | x 6, | x 8, | x 10 and I x 12 No. 3 
Common. The lumber you need for the con- 
struction of buildings for grain storage and 
general farm use. 


Cummer Sons Cypress Co. 
Box 4640 Jacksonville 1, Florida 











HOUSTON 


Grateless, Air Cooled 


REFUSE 
INCINERATOR 


Engineering Service & 
Estimates Furnished 
Without Charge 


HOUSTON BLOW PIPE & 
SHEET METAL WORKS 


HOUSTON 1, TEXAS —~ 














COMING in the JUNE 18 ISSUE 
ANNOUNCEMENT of 


Fall and Winter Merchandising Program 
to help Retailers, Wholesalers and Manu- 
facturers increase fall and winter sales 
and profits. 


WATCH FOR IT! 














C. E. Klumb. Lumber Company 


C. E. (ROY) KLUMB, Sr., Owner 


Wholesale Lumber Distributors 


An Experienced Lumber Service That Knows the 
Producer's Problems and the Buyer’s Needs. 


CRYSTAL SPRINGS, MISSISSIPPI 
“In the Heart of the Deep South” 


P. O. Box 391 








Phone 169 
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LaBelle 


DOORKNOB LOCKS 


Can Be Keyed Alike 
or Master-Keyed 





There’s more sales appeal than ever in the LaBelle Doorknob 
Lock, newest staple to hit the hardware market. Sell not only 
home owners but housing projects, hotels, motels, institutions 
and resorts. Help your customers beautify doors by eliminating 
large lockplates and old-fashioned keyholes. A small key works 
the tumbler cylinder lock built into the outer knob. When locked, 
this knob spins freely . . . and can’t be forced. The inner knob 
opens the door any time, prevents accidentally locking people in. 
Sell LaBelle and you sell sheer beauty, security, convenience, ease 
of installation. See your jobber or write. 


La Belle 


INDUSTRIES, INCORPORATED 


Oconomowoc, Wisconsin 


PROFIT « 4 


WITH ROBBINS 


THE COMPLETE YEAR-ROUND LINE 


PROFIT NO. 1—METAL WEATHERSTRIP 

PROFIT NO. 2—METAL COMBINATION 
WINDOWS 

PROFIT NO. 3—WOOD COMBINATION 
WINDOWS 

PROFIT NO. 4—COMBINATION STORM and 
SCREEN DOORS 


Get the proved home improvement line . .. Robbins! 
Dealers make money throughout the year. Some 
areas still open, but act fast! 


SEND FOR THE FREE FACTS NOW! 








Please attach this coupon to your business letterhead 


THE ROBBINS MFG. CO., Dept. 126 
1801 N. Central Park Ave., Chicago 47, Illinois 
706 Folger Ave., Berkeley 10, California 


I'm interested in the details of making money with Robbins 
Metal Weatherstrip 
ee ar Metal Combination Windows 


..Wood Combination Windows 


Slepasee Combination Doors 
NAME 














( Here's the one that 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 











it WORKS BETTER. 


Most dealers report: (4 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
year.” What's more, COMPANY 
Durham’s Rock- Sis Malane 4 
Hard Water Putty lowa 
gives you by far the 

best profit-margin on 

any product of this 

nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical, Just mix with water as 
needed. « Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 


: §) DONALD 
DURHAM 








Slaving Over 
Your Drawing Board 


Personalized | suse plans drawn 
to suit your prospect—fees as 
low as three cents a floor foot. 
Quick service. Ask about our 
"Pays Its Own Way" Re-draft- 


ing Service. 


LUMBERMAN'S 
PLAN SERVICE 


120 Machin St., Peoria 5, Ill. 
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completed 40 years of service with the 
company in the state of California. 
Mr. G. Atchison acted as toastmaster 
at the dinner for Mr. Brink. Mr. 
Atchison is assistant to Joseph E. 
Duffey, vice-president in charge of 
timber and lumber operations. 

Harry J. Durholt, Libbey Glass 
Division plant manager, was promoted 
to the position of general manager 
of the Libbey Division. In his new 
position, Mr. Durholt succeeds Frank 
T. Nesbitt, vice-president, who has 
been transferred to the administrative 
staff of the Owens-Illinois Glass Com- 
pany to handle new duties. Robert C. 
Schwyn, a 13-year employe at Libbey, 
has been named by Mr. Durholt to 
succeed him as plant manager. For 
Mr. Durholt the promotion is a recog- 
nition of 31 years of service at Libbey, 
which started in 1918 when he joined 
the plant as a machinist in the West- 
lake shop. 


Ken H. Mandel, manager of Art- 
craft Building Service, Indianapolis, 
has been named distributor for 
Klimat Master all-aluminum combina- 
tion windows and doors. Mr. Mandel 
has been in the home improvement 
and building field for many years. 
The Artcraft Building Service, also 
distributor for Andol all-aluminum 
awnings and canopies, is now appoint- 
ing dealers and salesmen through- 
out Central Indiana, in preparation 
for the launching of an extensive 
sales campaign. 


Leonard L. Salasky, secretary-treas- 
urer of David Ostin Moulding Corpo- 
ration, Sacramento, Calif., has an- 
nounced the appointment of Frank 
DuPont as manager of the concern’s 
pine department. Mr. DuPont has a 
lengthy lumber background having 
been affiliated with mills in Washing- 
ton, the Pickering Lumber Corpora- 
tion and the former Willow Ranch 
Lumber Company. Prior to his ap- 
pointment he was associated with 
Wheeler Pine Company, San Fran- 
cisco, Calif. 


J. W. Adelung has been named 
manager of Mack-International Motor 
Truck Corporation’s Brooklyn Branch, 
and W. A. Brady, manager of the 
company’s White Plains (N.Y.) 
Branch, according to A. C. Fetzer, vice- 
president and general sales manager. 
Mr. Adelung, New York and New Eng- 
land Regional Director, Office of De- 
fense Transportation during the war, 
joined Mack in 1946 as manager of 
the company’s White Plains Branch. 
Mr. Brady has been with Mack since 
1938 in the capacity of salesman. 


John P. Starnes, manager of the 
Orlando, Fla. branch of Southern 
States Iron Roofing Co., has been 
transferred to the New Orleans, La. 
branch as manager there. He fills 
the vacancy left by the death of R. R. 
Summerville in March. Mr. Starnes 
has been with the company 12 years. 
A. J. Robertson has been promoted 
from Birmingham sales representative 








Compare your operation with 
other dealers across the country. 
Read the results of AL&BPM's 
"Survey of Dealers’ Selling Prac- 
tices" in our next issue, June 18. 








to replace Starnes as manager of the 
Orlando branch. Mr. Robertson has 
a record of 13 years with the com- 
pany. Replacing Robertson in Bir- 
mingham is Joseph M. Osborne who 
has been transferred from the firm’s 
Roanoke, Va. territory where he was 
sales representative. 


Obituaries 


Junius A. Yount, 65, Newton, N. C., 
lumber dealer ‘and building contrac- 
tor, died May 22 following a heart at- 
tack. Mr. Yount had been engaged 
in the building and contracting busi- 
ness in Newton since 1916, and in 
1923 organized the Yount Lumber 
Company which he headed. 


Charles F. Park, a lifelong resident | 
of Addison, N. Y., died May 19 after 
an illness of over two years’ duration. 
While he retired in 1931, Mr. Park § 
was very well known as a lumber buy- 


er throughout wholesale lumber cir- 7 
cles. On the death of his father in © 


1901, Mr. Park together with his 
brother, the late William R. Park, was 


admitted to the firm of Park, Winton 3 


& True Co., wholesale manufacturers 
of sash, doors, trim and millwork. He § 
was an officer of this company until 7 
its liquidation in 1931. 


N. W. Clayton, 85, founder and for- 
mer president of the Clayton Lumber 7 
Company, South River, N. J., passed § 
away at his home, May 4, following a 7 
long illness. Mr. Clayton who re- 
tired in 1942 founded his lumber con- | 
pany more than 50 years ago. 

W. Lawrence Kennedy, 48, promi- | 
nent figure in the building materials ff 
industry and sales manager of The 
Sisalkraft Co., in Chicago, died May 
19. 


Robert D. Kramer, 45, prominent 
Elizabeth City, N. C., business and 
civic leader, died April 6, following 
an illness of six weeks. Mr. Kramer | 
was a native and lifelong resident of ' 
Elizabeth City and was secretary- | 
treasurer of the Kramer Bros. Lum- 
ber Company. 


C. W. (Charlie) Myers, Kansas 
City district manager for E. L. Bruce 
Co., died May 2 at Kansas City. Mr. 
Myers was the oldest member of the 
Bruce sales organization. He began 
his lumber career in 1893 when he 
went to work as a yard man for Long 
Bell Lumber Co. at Garnett, Kan. By 
1905 he was in charge of the ware- 
house for Harris and Cole Bros. in 
Kansas City. After holding various 
jobs in the lumber business, he began 
selling for Bruce in 1919. Lewis 
Myers succeeds his father as_ the 
Bruce District Manager for Kansas 
City. 
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